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4 ) INTRODUCTION = & -
‘ .

..

"Pow are you going to use your job skills after you finish
school? N ’

v -

€

Have you ever thought about starting your own health spal
- ‘ - -
. - - ~
This module describes people who have started and managed
health spas. It gives you an idea of .what they do and some

of the special skills they need.

.~

You will read about “
- planning a health spa .
choosing.a location \‘/,——" ‘g
getting money to start :
being in charge - !
organizing the work . .
) - setting prices \\
advertising and selling

Is
’ . keeping financial records N
. . keeping your health spa successful ' ~
e . . ; ‘ )
You will also. have a chance to practice some of the things
that health spa owners do.

v . \

Then you will have a better idea of whether a career as a

, health spa owner is for you. .
. N v

~

¥

. Before you study this module, you may want to read . ,
Module 1, Getting Down to Business: What's It All About?

. "
When you finish this module, you might want to read
Lt Module 14, Getting Down ‘to Business: Nursing Service;
‘Medule 15, Gettin; og Down to Business: Wheelchair Trans- -
portation Service; .
Module 30, Getting Down to Bu81ness li¥ Styling i

"5
Thes€ modules are nelated to other busxnesses in the health

an@ personal services area.

v
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Planning a Health Spa

LY

(3

Goal: To hélp you plan your health spa.

-

¢

Objective 1: Describe the services, custgmers, and ,
compétition of a health spa. : .

Objective 2: List three personal qualities a health
spa owner should bhave.

Objective 3: List three ways to help your health
spa "stand out" from its competition.

Objective 4: List two special legal requirements

for runni'ng a health spa. . .

oy v

2
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'LUCILLE WOLINSKY PLANS A HEALTH SPA
N .

~ . h
.
> *

As a young child, Lucille Wolinsky bad been rather
. sickly. In addition, she came from a poor fgmily with six
| children. Despite.thése early problems, Lucille grew into
a very determined and energetic young woman. She very much
\ wanted to reverse her beginnings. She set two goals for
| herself: "I want to make lots of money, and I want to be
\ bealthy, attractive, and physically fic."

Lucille QBSE an early interest in sports and deve loped
good skills in(many areas of physical education. She
thought about becoming a PE teacher, But her desire for ,
financial success turned her in the direction of business.

| ‘ .

She thought for a long time’ about owning a beauty .
sglon.’. So she ‘tbok a cosmetology program and” went to work
as a stylist at Tess' Tresses, a local salon. Planning to
. open her own shop someday, Lucille took‘busineﬁs classges at

dight. - After a year she was ready to evaluate her plans.

"1 really like working with my Gustomers Nere. 1 see
how suécessful Tess is becoming. But somehow I've been
edgy and mervpus lately. With these classes at night and
standing practically still on my feet all day, 1'm not
./ getting enough exercise. Perbaps 1 should find something

' more active." ' .
* N ° -~

Lucille left her jab at Tess'. She went to work as a
trainér at La Petite Spa, a small health- spa for women in
. Dayton. She liked her job right from the start and* was
expite%/ﬁbout the future.

°
v

"This is the busifiess for me. I enjoy belping my cus-
tomers exercise and get into shape, and I get to keep in
shape myself--all the time. T know-I can work well with
.peoplée. 1 gee how the physical fitness business bas a real
future! - Everyone around seems to have jogging, tennis,
exercise, and diet on their minds these days. Also,
there's only one other spa in this town so far."-

; .y
‘ Lucille started to plan ber business. She s:éyed on at
La ?e;ite»Spa‘for two more years and learned all about the
business. Then she was ready to open her own gmall, women-
| only club., It included a small gym, some machines, some
clagses, and lots of personal attention. :

n =~




LRE

Iy

Planning a Health Spa

)

Lucille wOiinsky wanted to start her own health spa. As you work

through this module, you will see how Lucille's business develops. 1In

this unit, you will learn about four things involved in plamning a health

spa:
)
)
)
S |}

a

deciding what services, customers, and competition your spa will

have; - i a -
deciding what personal qualities and skills you willfneed;
knowing how to compete well; amd ’

learning about the legal requirements for rﬁnniqg the business.

Services, Customers, and Competition

-~

|

An important plaﬁning'step'is to decide what services to offer, who

your customers will be, and what your tompetition is.

Services..'A health spa can provide a varie;z of physical fitness and

health-related servicegs to women and-men of all ages. Services can be

‘many and varied. Depending ﬁpon the size and goals of the spa, they

“might_ include the following: . ? |
e exercise with or without machines; ) J .
'y water_;;ercise and relaxation in a jaéuzzi, swimming pool, ‘sauna,
or steam room; - '
e fitness evaluation and,indivianlized exercigse programs;
. nutritionaliand diet advice along with weight reduction programs;
. o skin caré and beauty advice and services such as facials, make-up
’ applicé%ions,-eyelash and eyebroWw care, and massage (for women)
e weight-lifting and body—building‘activitieg; or : i
: e classes and instruction 'in a vgriety of fitness areas.

) ) . l I -
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‘ . A small spa might simply offer exercise and personall.zed service in a-
small gym. A large spa (often ,a franchlse) might offer all of the ser-

~
»

vices ‘listed above. ' ' : oo .
: . -
, ;

.S‘maller bu\sinesses,‘,which are not reall').r health spas, can ?ffer more

specialized services. These 'might ipclude: A

t e
¢ judo and karate studios; . ; ‘ S )
e gymnastics and tumbling centers; )

e dance studios (ballet, tap, jazz);

] .
e fitness dance and exercise (aerobics, yoga); and ~

‘e counseling services for figure and weighlt control, and fitness in

general. : ¢ q’\*

(a .

“For lack of space, this module cannot deal w1th all these p0551b111—‘

’ .

\ ties. It will deal mainly w1th the small health spa. “ .
. - . e

. - 2

; Customers. Customers may knclude all persons 'mterested in physical
fltness ‘activities and advice. The,age range 1is broad--from teens to
' young adults to seniof, citizens. The concern for "phys}cal fitness has -~ *
grown among Americans of all ages. A small spa will often dffelr services
to women or men, but not bot?. A larger spa, particﬁlagly .2 franchise)
. .

often will‘be caed. 1In addition, a particular spa may\appeél to a.

special age or community group because of its location, services, prices,

N

or special image. . . . '
~ . . v !
Al .
, . .
— . A word of advice: 1if you start small, it is wise to serve either men

or womena. y you do.this, be Bure to offer services that would especially

-

attract either group. As you see from the listi above, skin-.care and

N . . V4
beauty,advice, as well as weight reductjon programs, will often attract

’

women. Body-bui lding programs, on the other hand, may attract_'more men.
.. . -~
If you choose to opem a men-only health spa, it would be wise to stress

weight -lifting and body-building., Otherwise, men would be attractedato a
. . ) .
larger spa offering sports facilities and swimming. «

!

°

: e -
. Competition. The health spa business is rapidly growing. This is

‘ due to the increasing importance .and desire for physical fitness in

[

Ry ' ,.' 7

Q .
C . .- ¢« .
% - 12 |




- America today. 1In some areas, particularly big cities and suburbs, §6u ¥
- will find many health spas. These range from small \shopping center spas ‘
% to large franchise operationg. In other areas, :spas may be few and far .
between; Like Lucille, you can learn about Your competition in the
Yellow Pages, under "Physical Fitness" or "Hedlth Spa." Or drive down - .

some of the busy streets in thg,cgmmunity to see if they exist near you.

+ X -~

- ’

Personal Qualities and Skills

R Lucille WOllnsky decided she was well suited to run & health spa.

Q Are youl 1If you want to consider this business, it is important for you
to have the following qualities. ) ’ -
K T e ° You should like people, be outgoing, and be service—orienﬁed.
) Honesty, patience, and a good sense of humor will'help, too.
N\ You shéuld.have several years' experience in the physical fitness
- . (or a related) business. - N
“%@ You should Bklig»e strongly in the value of being ph&sically fic, - N
healthy, and attractive. . - ) ‘
e You should be able to communicate well and to "sell" yourself and i
. your services.
'y Flnally, you should be willing to work hard and do all types of
£, - jobs that the business needs done. {
There is no set list of requiremenfs for running a health spa. But ;'
- knqwledge of basic physiology and physical education concepts is impor=-.

tant. Basic businesg skill%, such as accounting and bookkeeping, and

marketing are also very helpful.

5

low to Compete Well - -

A — . . 5 -

v

- Lucille will have to compete with two ether health spas in her area.

What can she do to compete suctessfully?
v ' AY
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. o .
Create a special busmess image. '"Service is the ultimate-" Create

a business image that w111 stand out in people s minds. Be service

)

oriented above all. Think up a "catchy" namé" for the business. Have-an,

attractive and tledn spa. Introduce youréglf to the ¢ommunity with this
. \

approach: ,"I'm nevw in the business. 1 have the time and desire to offer

,exce1~1er‘1t service. Try my, spa." Hire friendly, ‘qualified staff who wi}l

N ;ﬁe your, "éood-wi 11 .ambassadors.” And always be polite and patient with
," N - . » . rop

customers.

A\ t A

&

L3
Offer special services.. Try to be unlque. Offer services that the

“other spas in the area do not offer. For exaﬁple, you mght conéider the

following: L. -
< = -
o ) 1nd1v1duahzed exercise programs; . ® .
v L)
‘ “e . spec1al classes in aerobics, rhytbm fitness, yoga, d1et or
~ make-up; -
- . . . . N . D
- . guest speakers; . ) . /ﬂ
. .' 3 ' ‘ .
e . private consultations; or : .
[ v * - 3 bl
‘ . o °.free guest visits.
N x*
ot v Pl -
\ ‘ ’ Y . K
. 3 « w -
. “ A .
Legal Requirements Ty

N

<

To run a health spa, you w111 need to get a city business license.
If you bave a swimming poo}' Jacuz,z:., or*,_other water facilities, you will
need a pubhc health 11cense as well. "You also may have to obey certain

rules of the Federal Trade Comrnlsslon limiting the prices and the length
. l
of time your customers can sign up for.
- rd

.
. A . , , . Vo

-~ L4 El ~

Your- sr?ate may also»have requirements for some special employees. :
For example :some spas have physical therapists or masseuses on their

staff. These ,people may need to be licensed to do ‘their jobs.

. v <

&) o
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Summary ’ ‘ .. »
Health spas provide a variety of physicdl fitness and health reldted
services to women and men of a11 ages., Before opening a spa, you shou}d

have several years' experlence in the physical fitness business. yoh

also need pomé basic business skills. Above all, you should like working

" with “Eople.- To compete successfully, you must try to offer special,

R unlque, and high—qualit serv1ce§.‘ “« - :
14 , 1Y , . N s
A . . 4 . f!
. . * ) .
« . . - ” v . -
. »
\ . i 3
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Learning Activities

Individual Activities .
X

\\1. Do you have the right personal qualities to run a health spa? Check

each statement below that descrihes you: *
I like people, and enjoy ;eople of all different types.
. 1 am physically fit and healthy. ,
. ____ Ibelieve it is very important to be physically fit, and -
. . healthy. ) .
1 am patient with people. *
- I have a good sense oq humor.
- . I'm friendly andvoutgoing and can "sell" myself.
. X — JImwilling to work very hard and do alll types of jobs. \
2. What additional education and experiefnice would you need to start a
- health spa? o )
3. Look up "Physical Fitness" and "Health Spa" in the Yellow P;ges. Rad
Decide which businesses lis;ed there would be competition for you.
Call one and ask what services it providesg. .
- v \ -
4. -Make a list of the services you would wa;t to offer if you became the °
ow;;r of a health spa. R ‘ _ -

A

5. Call up your local City Clerk and Health Department. Find out what

legal requirements you would have to meet to start your own health

-
A

spa.

[§
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“1. Joe Goodbody opened a small health spa called "Physique." It was’

R . |
. . .
|
. ' . ‘
i . |
S . . ( 1
Discussion Questions - ’ ' ‘

equipped with weighﬁs and: body-building equipment. Gloria Loverly
opened a spa called “Glamorama." It was equipped with reducing

machines and beauty stations. What types of customers will be

~—

attracted to each spa? Should Joe and Gloria try to widen their Y

appealf Why?

2. How important do you think it is for the owner of a health spa to be
physically fit, healthy, and attractive? Discuss the importance of
each'quality and your reasons fop@feeling that way.

& . —
t

3. Hw do you think a small health spa would differ from a large ome?
Discuss the advantages and disadvantages of starting 'small" or :~// ;‘
Hlarge.ﬂ i . .l . /

»

Group Activity .

- t
This is a brainstorming activity. As a group, think -of as many ser-

" vices as you can that a health spa might offer. Add to the ideas you

have already read ‘about. Then think about the kinds of customers who
would use each service in terms of sex, age, and occupation (profes-

sional, busingss people, factory workers, etc.)

"~
. . . . o .
Write .your list on the chalkboard using this format:
. . p
. . ! Customer's: : .
Services Sex Age Occupation ~

Then pretend you will open a small health spa in your geographical

area. Decide what services you will offer and who your customers will

probably be. (Put a check besid; Ehose you dréose.) . *
) !7 '
14 . "
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Goal: To help*you choose a location de.your health spa.

Objective 12

UNIT 2 o

Choosing a Location

P -~

List three things to think about im

deciding where to lotate your health spa.

Objeetive 2: Pick the best location for a Health
spa from three choices.

ERIC  © - - B 18
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LUCILLE CHOOSES A LOCATION
- ¢

L]

"I'm ready to start. I never even considered going
outside Dayton. But first I'd better find out if I can
really stay in this area.”

, Lucille knew that Dayton was a fairly well-off and
educated copmunity. When she started working at La Petite
Spa, there was only one other health spa in town, Jack
fanny's. Since that time, a large franchised club, The
Health Spa, had opened in the local industrial park.
Lucille knew that'all three spas were doing well. She also
knew that they each served different kinds of customers.
Her only competition as a women—only spa was La PetIte Spa.
So Lucille decided:

"Dayton's big enough for me. Some healthy competition
will be just fine.” :

Next, Lucille had to choose a location. She decided
she wanred about 2,000 square feet in an area not too close
to La Petite Spa. She preferred a first-floor space on a
busy street. She.also needed room for expansion later and
. plenty of parking. She decided to look in a rapidly grow-
ing area of Dayton near several new housing developments
and a large new office building.

Liucille first-took a walking tour of the area. In
addition to the new housing and offices, a shopping center
whs ®eing built right on the main street.

"This looks perfect. I'll contact a realtor and see
exactly what is available.”

hucille wasi:hrilled to find just the space she wanted

in the new shoppding Qenter. The price wasn't too bad——$.60
per square foot (or $1200 a month). The developer promised
a five-year lease with no rent increases. In addition, she
could do exactly what she wanted with the space since it
had never been used before. Also, there was some extra
space available should®she want to expand later on.

2

\
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: - Choosing a Location a:\.

As' you can see from Lucille, there are several things to think about
when choosing a location for your health spa. You must answer quéstions
such as these. . - .

; What type of area should 1 look for? Are there enough customers

in the area? What kind of customers do I want?’ o

e What is my competition?

e, Where should my spa be located? 3

e What .type of space do I need?

Type of Area and Customers

Look for an area where the demand fo§fe\hea1th spa exists. Since
physical fitness is of such wide interest today, customers can probably j

be found most anywhere. But you must direct your services,_prices, and
L

image properly. 1In general, your\Pest bet is to locate in an area of" o
fairly well-to-do and educated people. These people will tend to be more
interested in good health and fitness. They also will be able and will- .
ing to pay a price for it.
> .
Competition
- Advice to some new business owners is often: "Stay away from compe- .

tition. Be the Jniy one in your area." In the health spa business, this °

is not necessarily true. An area with several sgccessful spas is an area .
where there is a demand for physical Eitness. And there is probably room .
for you,‘too, agkLucille concluded. 1In fact, Lucille hoped the ads of

her competitors would agtually create business for her in the relatively ‘

new, growing community she chose for a location.™ .

l" ’ .\ ‘~
\) \ ’3()
: ) . 16 ¢ N
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At the same time, when choosing an area, be sensible. Avoid places *

where there seems to be too much competition. These wodld be areas where
health spas are failing to grow or are failing altogether." Look for an . .
area where health spas have not yet sprung up. If you have studled the

population and are confident that future customers exist, by "all means
start there. ) "

[y . -
.
. . ~ '
3

o As ment ioned ear11er, use the Yellow Pages to find out about the com-
petltlon in the area. See how many health spas exist. See where they

are located and what services they offer. If your competitors.are busy

and there is a strong demand for your services, don' t be afraid of some

healthy competition. You can-reduée the effects of competition by

~

locatlng your ;}a sensibly. You can Elso improve your chances by pro-
L

v1d1ng services and customer appeal that the competition lacks.

. - .

.

Location and Type of Space

. - @ '3
3 ’ . -
Lucille was opeping a spa for women. She wanted to be close to her
custqmers. She wanted to attract both housewives and working women. The
location she chose was close to both housing developments a;d offices.
Tﬁe area was érowing, too. In addition, Lue111e avoided being too’ close
to her main combetitor, La Petite Spa: Luc111e should find ‘many custo-
mers for her spa in this -area. - . a
v ' N
¢ Luc¢ille looked for several‘ot?er thihgs when choosing her, location:
e a vigible spot on a busy street; .
"o plenty of free parklng, and ’

-

.- reasonqble rent and a long-term lease.

5 : )
Lucille hoped that the traffic'on the street and the aceivity of th%
new shopping centet would bring her customers. She also. wanted.to be
easy to reach. Lote of free parkig was very important as we11. She
rented only 2 000 square feet at first. ‘The very least you should have

for a health spa is “1,000 square feet. But ehe chose a space that she

could design as she liked and that could grow.. tater, if she’%anted she %~

7
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e

could -rent more space and everr build a swimming pool. °She knew that many

successful "small" gpas were as big as 10,000 sqtare feet < These spas

¢ -

\Elso contained many exercise spaces including a sw1mm1ng pool, JacuzZL,'

and even a racquetball court. ’

-

bs
- . ” . . ‘. . kS
When you decide what you:-need in a location, get information that

will- help you find the best spot. Get sugééﬁtionsrfrom realtors, busi-

ness people, and the Chamber of Commerce 1n the areas you-are consxd-

erlng. Look on maps ?nd visit p0331b1e spaces to see which meets your

needs best. : . ‘ ’ ‘ -

B

. & . —
Summary '

[l
-

When you ﬁ' k a location for your health spag find aﬁ area where a
demand for physical fitness exists. Choose a rapidly growing area,
preferably one where well—off educated people live, chate your spa on

a bﬁéy street, dlose to and convenient to customers and parking. Choose

a building with enough space to grow and with reasonable rent and a long~- -

term lease.
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Learning Activities ‘9

Individual Activities ' ] .
e ’ S . . ¥

l. List four things to think about when choosing a location for a health

spa.’ <

. o § - ]

%

2. Listed below are some of the ‘things to look for in a health spa loca-

)
tion. Mark H beside those which you would want to be as High as
possible, and L be31des those you would want_te be as Low as possible:

4. Number of well-to<do people in the area

b. Number of private homes in the area .

c. Number of health spas in the area J

d. Cost per square foot to lease :
“e. Length of the lease

. Number of parking spaces

@
S

g. Number of people passing by each day

e

3. 'Make a list of the health spas in your area and mark their locations

- on a‘map. Are they:spread out, or are they all in omne area? Why

might Shis be? - .- .

» . .
' ~ ~-

ey , 4. Visit one of the héalth spas in your &rea. Do you think it is in a

' good locafion? -Wh§ or why rot? .
y . - -~

. . Py
- ! ’,
Discussion (uestions E g

1
I

. .
Vo

1. Based on-what you/learned ifl the Individual Activities, do you think

it would be wise to start a health 8pa in your area? Why or why not?

&

’ . £
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)
N o2 Do you think Lucille Qolinsky picked a good location for bher spa? ) ‘
+ Why or why ‘not?
- * | \
3. Manny Musculari opened a body-building spa inpa'small suburban shop-
pigg center. ~The spacé-was perfect for the gyb'he.wgnted to build,.
and the. rent was low. He hoped to attract male customers who livéd .
) © and worked nearby: There were no similar spas i; the area. A large R
restaurant was next door. There was space for 5Q¢c§rs iﬁ the parking
lot. Traffic on the street was so busy that at timesiit was hard to "
get out of the parking lot. ' '
, Do you think Manny's.location is a good one? Discuss the main
J benefits and problems of this location. -Remember the type of busi®

-

ness and customérs he pians to have.
[} . [ 2
4. Lynda Gorgene wanted to open a health spa. ‘She found a perfect laca=—
tion, It was a spa that had just gone out of business. The 2,000
sc;uare foot space was equipped just as Lynda wished, and the pric\e ‘
was right. It was on a'busy street in aawell-to-do neighbo}hood:
with plenty of parking. Was Lynda's dhoice’a wise one? Does Lynda

need to know more before making :a decision? What?

9

- Group Activity

'

Assume again that you will open .a health spa in your area and do the
N

following.

Ny L. .
1. , Use the information you found i# the Individual Activities to .

decide in ‘what general area you want to locate. Locate this area

on a local map.

2. Discuss possible locations for your spa. Use your knowledge of
’
the area's roads, traffic patterns, other businesses, housing,

and business areas. Discuss the advantages and disadvantages of ‘

A | | :

each.

@ . oq «
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3. Decide on Ythe best location. - ’ .
. \ ¢ : . ! P “
4. Discuss what kind of space to look for.' - . .
P
_/
i \
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Goal:

’ \’ /‘

[

Getting Money to Startr- '; By
. .

&

'

To Kelp you plan how to borrow money to start your
health spa.

Objective 1: Write a business description for your
health spa.

Objective 2: Fill out a #orm showing how much money
you need to borrow to start your health spa.

N g




LUCILLE GETS MONEY TO START HER SPA

“Tha next step: Money: What do I need to start my spa
and where am I going to get it? Even though.Il'm starting
small, this is not one of the cheaper small businesses to
start. I'm going to need some expensive equipment. Though
I can't even start thinking about a swimming pool, I must
have a shower, and I'd like a simple sauna, too. 1I'd
bétter make a list of all my expenses to find out exactly
what I'1l need to borrow., I only have $3,000 of my own
money to invest.” ' -

So Lucille listed all her e;BEnses. Here's what“fthe
list' looked like:

-
Salaries (1 part-time assistant--3 months) . . $1,500
Rent (3 months) 3,600
Phone and Utilities . 200
Remodeling (including bath and shower) 5,000
Exercise Equipment and Sauna ”

($30,000 total, 1/3 down) 10,000
Furniture and office equipment 2,500
Supplies and printing . 500
Advertising A 400
Insurance, licenses, legal and accounting advice 4,000

TOTAL ) §27,700

Lucille knew that money was hard to borrow. So she
decided to keep costs as low as pssible. She‘would budget
only three months' rent.and salaries instead of six. She
also would lease all bf\her equipment instead of buying it.

. "Lucille made an appointment with Bob Banks at First
Federal, where she had banked for several years. He gave
her a’ statement of financial need to fill out. He also
told her to write a business description. It had to.
include information about the services her health spa would
provide, her location, customers, competition, and plans
for success. s g

¢
5

Lucille workedyhard to do a.good job on her-loan appl,i,;" ‘
cation. She so wagted her own spa! She_was delighted with%% )
Mr. Banks's reaction:. . . ks
"Congratulations,-Lucille. You've done a fine planning
job. I think Dayton can use a women's gpa .like The Fitness
Place. Your loan is approved.” . . . ’

.




. Getting Money to Start . a
. . All new businesses require money to start up. In this unit you will 3 |
learn about how to get money to start a health spa. ' .
Wouldn't you be lucky if a friend or relative gave. you money with no ‘
strings'attached? Let's assume it won't be so easy.. You will probably ‘
have to go to a bank or to the Small Business Administration t9Q bprrcgw :
money. When you apply for a loan, you will need to provide information _
" about yourself and your business. You can start now to keep a list of ’ |
your education and work experience. This will help you provide the
. . . *
information about you. /
To provide the information about your business, you will need to . |
. prepare a.business description and a statement of financial need. - |
’ .
Busingss Description v
Lucille's banker wants to know exactly what kind of business Lucille ‘ I
N is planning and how she will run it. H wants to know how carefully she |
has.planned forx. - Your banker will want the same kind of information.
. A business description should be written clearly and simply. It .
' should include the following information: |
3
e Kind of business-(What services will it offer? Hw will it be
run?) '
e Location (Where will it be and why?)
° 'Customers Who are they and where will they come from?)
° 'Competltlon (What is the competition?)
N . . ® Plans for Success (lbow will you beat the competition?) ‘
& a N
3 \/‘
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. - . ¢ ’ 3 13 -o 3 D
‘. Read Lucille's business description below to see how 1t covers this

iqformation. : - .
¢ A ] o » -
¢ h N ’
P - [}

: . Kind of business. "I plan to start a small, women-only health spa.

Its name will be 'The Fitness Place.' It will offer exercise-with and

-

without machines, and nutritional and diet -advice. It also will offer

a

. fitness and figure evaluation with individualized exercise and diet pro-
grams, sauna and showers, and a variety of exercise classes. I plan to
"hire one half-time assistant to give me enough time to advertise and sell

our services.,"
A} N ° a ' ~ * ’
. .

7y

% foot space in a new shopplng center. It is located on a busy street near

Location. "I plan to locate at 1020 Ohio Avenue, in a 2,000-square-

the homes and offlces of the customers I hope to Serve. It is easy to see
and convenient to reach. I can rent it for only $.60 per foot with a
five~year lease at the same rate."
. v ® ) © I
‘ ) Cust;)meﬁs, "My cfistomers ‘will all be women, mostly in the age range
of 20-59. ° 1 hope to attract many young housewives in the new housing
devélopments ﬂearby. "1 am also looking fog‘working women in the nearby
office buiddings." r
ComEet{;z;;:i'"There are only .three other health spas in the Dayton
community: La Petite Spa, a women-only club across town; Jack Tanny{s, a R
men's spa; and The Health Spa, a large franchise in the big industrial ‘
| park.  They are all doing well. I believe there is rooﬁ'for another.spa

. . .- . : 7 .
in this new, growing area in Dayton."

-

. /7 \ .

Plans for success., "The Fitness Place will aim to provide friendly, -

personal service in a warm and caring environment. Services will be
- . . : 3

entirely geared to women's interests. Classes will be offered according

to customer needs. As the business grows, I hope to rent more space and

build a small swimminﬁ,pool and jacuzzi." <~ ., -

RS :

You can’ see that Luc111e 8 business descrlptlon gives much of the

information the bank wants. Next you will learn about the statemenﬁ;of
g

financial need.

l .
. -

EMC ‘ - . 27 . 29 . o—
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. "Statement of Financial Need * . ’ '

-

Your statement of .financial need must show (1) your starting expenses,

(2) how much money you already have,. and (3) how\ much more ydu will need.

(WY

St'art:il\g expensles. 7 Starting expenses for a health spa include at v
leéast the following: o R
e exercise equipment ($18,000 - 530,000 new; can buy or lease; used
equipment is less costly); < *
o bath and showers ($5,000 - 10,000); N
e office equipment--typewriter, files, calculator ($500 - 1,000); and

o _ingwrance ($3,000 - 4,000).

In addition, from three to six months of operating e:ipenses are needed
in the beginning. Remember what Lucille did. She figured three months'
salaries and rent. You will have to vait for your Ancome to come in on a

regular basis.

]

Starting expenses for a health spa can vary quite a bit. Lucille, for ‘
example, started on a small scale with 2,000 square feet and some exercise
equipment. She splurged on a sauna. But she leased all her equipment and
only had to put one-third of her expenses down. In the long run, leasing
cost:s;. more. But it is a cheaper way to start. Luci:lle could have started
with even less. St;e could have purc'ha.sed used equipment and rented éven
less space. However, most experts in the business 8ay that $50,600 is

about the least you can expect to spend (including loans for @quipment).

N [l

Lucille could have started with more money than $50,000 -by having a

pool, jacuzzi, more space, more employees, and so forth. . She could have LT
bought ;111 her equipment. Or she cou1d1 have opened a franchise s‘p‘a., Th.is f )
usually costs more since you are i)aying a layge c,ompany't;o use {ts name ,\
and to' get expert advice on starting and operating the business. S ‘
" . ) * - -

Sample ‘statement. When you' know‘you‘r starting expenses, §ou are ready )

to fill out a statepent of financial need such as this one: - '
- ’



n

STATEMENT OF FINANCIAL NEED
) »
. © '
' Starting Expenses Money on Hand
Salaries $ *  Cash on Hand $
Building Expenses Gifts or Personal Loans
. Repairs aAd Renovations Investtent by Oéhers
' :Equipment and Furniture : B TOTAL $x
Inventory 8} Supplies . .
| AQVertisi;g .
1 Other
TotaL ' . $ TOTAL STARTING EXPENSES §
TOTAL MONEY ON HARD
¢ TOTAL LOAN MONEY NEEDED $
‘ l The forms you will actually use to apply flor a loan may be s}ightly ,
he different. The items may not appear to include all of your own needs.
. 'Fzz‘exa@ple, Lucille had éeveFaL expenses that would need to be ingluded.
T

se are: .exercise equipment.and sauna under "equipment and furniture';
utilities sand phone deposits under “"building expegézsz; business licenses,
.insdrance, legal and accounting fees under "other.” Lucille should 1list

these separate items on her statement of financial need.

4

’ 3

v Summégz ' .- .
. . ﬁ

You will probably need to borrow money to start your heélth spa. . In
‘applying for a loan, you will need to provide a description of your busi-

nesg and a statement of financial need. The amount of money needed to *

start a health spa depends on,several things. These are the size of your.

spa, the serbices=you plan to offer, and the amount of money you are able

tg spend.
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Individual Activities o
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. Learning Activities

1

1.

1

Write a business description for the health spa,you would like to

start. %¥ou may have to "make up” some of the informatfon such as the

address. Include information about (1) kind of business,'(Z) loca-

tion, (3) customers, (4) competition, and (5) plans for success.

Your description should be simple and cleaf and should includé all -

information a loan officer would need to tell whether the business is

likely to @successful.

\

Answer the following questions about Lucille.

a.
b.
Ce

d.

" How much money did Lucille need to start her health spa?

How much money in all did she have available to start her spa?
How much would she need to borrow from the bank? ~

ﬁow much, in additfon, would she owe on the exercise equipment? ‘
About how much léss would she spend on exércise equipment if she
started with used equipment? - ]

How much more would she need for Salaries-and rent if she planned-

for the first six ﬁonths, instead of only three months?

»

Fill out the statement of financial need on the next page for-_

Lucille. List items that don't fit under "Other."” Include any
7

- special expfanations you think are needed.

L]

Ty
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: ' STATEMENT QF FINANCIAL NEED .
. ' ! .8
Starting Expenses s © Money on Hand
Salaries $ ’ Cash on Hand . $
Building Expenses ’ ’ Gifts or Persomal Loans
Repairs and Renovations -Inve'stment by Others
P, !
Equipment and Furniture TOTAL - S
‘ Inventory or Supplies
Advertising ' ., ’
Other . ‘ . v
TOTAL $ - TOTAL STARTING EXPENSES $
’ ’ TOTAL MONEY ON HAND ;
) TOTAL LOAN MONEY NEEDED §
é. LY ~

;>~'a- Do you think Lucille's business description is a good one? Does
. it include everything it ghould? If not, what should be added?
b. If you were the loan officer at Lucille's bank, would you give

her the loan? Why,or why not?

2. Starting expenses fér a health spa probably range from somewhat under
* $50,000 to much higher;_say $100,000-$150,000. What reasons can
explain this range? What are the advantages and disadvantages of

“starting off low? High?

.
s »

3. ' Lucille could also have oPened a franchise spa called "The New
' Image.“ Her starting co%ts would have been $65,000. The New Image
franchise offered hasically the same services that Lucille could

) offer at her own shop, plus a jacuzzi and steam bath.

© 31
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Should Lucille have chosen a franchise instead of her own busi-
ness? Discuss the advantages and disadvantages of the franchise

approach. ]

/

Group Activity ‘ 7 ‘
\

. «

Andrea Goldgerg wanted Lo start her own physical fitness business,
bdt she didn't have enough money to start, a "héalth spa” in its usual
form. In fact, she oniy'had a total of $10,000 to invest. This included
$3,000 of her own and $7,000" from a. bank loan.

-
k)

She decided to open up a gymnastics center for children and teenagers.
She would rent about 1,000 square feet of open space. She would equip it
with tumbling mats and climbing and balancing equipment.' She would offer
classes in basic gymnasticstactivities for children aged 1 t& 18.
As far as Andrea knew, she wéﬁld ;e the first such gymnasticé business in
khe area apart from one local YMCA. She would run the business aloné

until business grew enough to hire more teachers.
As a group do-the following.

1. Prepare a busineés descgiption of Andrea's gymnastics center,
which could be used in her loan applic;tion. Ypu will have to
make up more details abdﬁf*the business “than thosedp;ovided
above. Your description should inclu&e the five Parés of a

business desc#iption you have learned about in the text.

——

2. Prepare a statement of.financial need for Andrea. List.all her,

S

‘starting expenses, mohey on hand, and loan money needed. Figure,\

.that her rent will be about $.80 per square foot and that the

«

* exercise equipment will cost about $3,000. ' :

.
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- . .
Béing in Charge
Goal: To help you plan how to hire employe'es'-and dividé the. e N
T work of your health spa. ) 1
. . 1 4
i «Objective 1: Decitte how to divide the work of your
health spa among several employees.
Objective 2: Pick the best person for a specific job
in your health spa.
-~ S
‘ . ) Objective 3: List three ways tb keep your employees
‘ happy.
v
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< LUCILLE "IN CHARGE"

'
~

With ber business plan and loan in hand, Lucille was
almost ready to open The Fitness Place. Ibwever, she -first
had to decide exactly what jobs ngeded to be dome in her
spa. She also had to hire an assistant to do them.

"The first and foremost job in this business is teach-
ing and helping customers exercise in the gym. Of course,
even before this, 1 have to get the customers, " So selling
and adverqisihg The Fitness Place will also be very impor-
tant. Then, once I get started, I'll have to keep the
place spotlessly clean., And the plumbing and equipment
must be K&pr in good working order at all times.: The
phones ‘must be answered. The bills must be paid. And
there'll be a good bit of recordkeeping and filing, too."

Lucille decided to start with a part-time agsistant.
She would work out in the gym with customers during.peak’
hours. Lucille would look for someone willing to clean up
and do spme office work, too« This would free her to do
the advertising and sales, sp important in the beginning of

~

any business. . * .

-«

-,

Lucille would be depending a lot on her only assistant.
So she wanted to be very careful about whom she hired. Sbhe
was confident about her own ability to judge people. So
/dhe would interview people very carefully and try out any-
one she liked before actualkly hiring her. : ) N
"What should I look for?" thought Lucille.” "T'd like-
someone who looks very trim and fit ard who exercises regu-
larly. If possible, I'd like someone who's worked in a spa
hefore. But if that's not possible, 1'11 train her.. More
importantly, she must be outgoing, friendly, and able to
get along well with the customers. Also, since I can"t
afford to pay very much, the fun of .the job will have to be-
more important than the money. Maybe a P.E. student who
wants some experience or a h§usewife who wants ‘a part-time
job would be good possibilit?es."

-

Lucille gfterviewed several young wofien. Then she
found Sally fiipton, a former P.E. teacher and 32-yearzold
mother living nearby. Sally was avatlable for the right

hours and was very eager to work part-time. Before birigg
her, Lucille invited Sally to work out with he¥ as a guest
for two weeks. Sally and Lucille got along well. Lucille
. wWas delighteSJto hire her first, and only, employee.

36
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Being in Charge ,

© . .
As you learned from Lucille, owning and operating a Qealth spa involveﬁ
several basic tasks. Getting these tasks done often involves hiriggignd
being in chérgé of other peopie. In this unit, you will learn about: *
¢ ' o the tasks involved in running a health sﬁa and the peoﬁle needed
to do them; ’ d s, '
e  hiring Ehese people; and
. Q)eep?ng them happy. 4
Deciding Who Will Do Each Task
) . <
# Five major tasks are 1nvol§e§ in runpning a health spa:
. providin%/ﬁirect services to customers, such as exercise training
and classes; . /
b ) "selfing" and promoting the services of the spa to possible
/' customers; ,
o ~ keeping the spa é‘%an and the equipment in working order;
e doing the office work, including answering the phone,\filing,
billing, and bookkeeping; and '
R . ) ° hiriﬁg; training, managing, and sometimes f?ring beople.
! * .
It is possible in a small, new spa for two peéple to do all five
tasks. If you start with—a small g like Lugcille's, you, the owner, can
be the ma%n Frainer, salesperson, and manager all in one. A traiqgr is a
\ ’ per;on direc;ly involved in he}ping spa customers work out and develop’
proper: exercise routines and habits. You‘yill have many Fesgonsibilities.
‘ . So it is wise to hire at least one part-time assistané to work with cus~-
. ; © tomers. This will allow you to do the sales and promotion tasks soaigpor-
.. tart in.ﬁyé beginning. Hire someone who is already qualified as a-trainer
of who would be easy to train for the job. You might want your éssistang
.ol ~ 3 : : .
Q . - L3 . .537’

ERIC : ° .
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‘ to help with the telephone, office work, and cleaning as w‘ell. In a small

business, it is wise to hire people who are willing and able to 50 any

task to keep the business rgnning smoothly.
~ . . o

As your business grows, you may need more people to bandle the work-
load. You also may bégin to add new*services which will also require more.
people. These people may require special training or wd;k experience, g
They may be hired part-time as needed to provide the services desired.
However, they could be self-employed people whom you pay by the hour or ¥
ser;icelﬁerformed. THere's an example: remember Joe’ Gaodbody from Unit
l--owner of Physique, a body-building spa? He decided to offer phygical
therapy for persons with athletic {njuries. He Wired a licensed physical °

therapist to work at Physique on a customer-appointment basis.

Many small health spa owners prefer to hire part-time people. Siﬁée
thereflend to be busy and slow times at a spa, part-time people can be

: o 3
hired for the busier times. Part-time people will also save you money

‘ because you won't need té“pay for vacations and fringe benefifs. .

As your business grows, you may decide you need a manager to take on
sales and management .responsibilities. You would probably hire a manager
full-time, You might pay her or him ‘@ commission for new customers in
addition to a small salary. You might also decide to hire someone to do

\\the cleaning andvsgintenance work. A_part-}ime cleaning person or a pro-

fessional janitorial service may be the answer for you.

-
. -
3 ° L N >

As time goes on, you, as owner, -will need to' decide exactly what your

"people .needs" are. v

o lbow many people do you need?

e , What should they be hired to do?
e What should you look for when ygu hire?

You have already read some suggestions about answering the first two

" questions. Read on to learn about the qualities to look for in the people
‘ you hire.

37




Pick&*he ‘Best Person for the Job .
- L

You will have many important jobs as owner of a health spa. One will
. M [
be to chﬂose well—qualified, reliable people to work for you. Since your
people will be working directly with customers, your succéss or failure
J .

depends on their ability to kgep customers happy.

Here are some things to f%ok for in the people you hire. A trainer or
assis&ant‘should have:
e the ability to get along well with people of all sizes and shapes
(friendliness, patience, and a good sense of humor help);
e an attractive appearance, includihy a go‘d figure or physique as
'nan example of physical fitness customers can admire;
e background or experience in physical education;
'y the a ity to be easijly trained for the job; and

o office skills (if you expect your assistant to do a lot of effice

work) .
(Al , N ,
A manager should have: P -
— ~ - . -
e good sales skillss g . .

e experience in the health spa business, preferably as a manager; and

e the desire to be successful in busimess.

¥

i

" Now you are ready to advertige the j05'§ou want to fill, Have each
-

person who applies for a job (1) fill out a written job application,

(2) have a personal interview, and (3) provide personal references.

Q

The pergdnaffin erview is especially imp rtantw\f
qualities that do not show up on an applicat\gn. Your ju
person is very important inm selecting qualified people. Personal refer-
ences should also be checked out. When you select someone, have that per-

‘son work out with you as a guest of the spa for a whiIJZ If you are still
pleased, hire the person on a p}obationary basis for a mon;P or two. That

means you &%11 re-evaluate the émployee before offering a permanent job.

i .
L]
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‘ v Kegm'.‘ng;l’eople Qm ' kY ,

0 2 . -

A health spa, as any other, business, must keep its people happy to

stay in business. As owner of such a business, you can keep your people

happy in these ways: . ! B
, e provide enough training; ) ' L.
. . = 3
e have clearly stated policies; and : RS .
5 i * ‘\fn\
e establish good personal relations. ' .
<« e ' .~
Y * &
Training. Provide enough training ang instructions to allow your:
people to carry out their assignments. Offer exercise training to an
employee who does not yet have skills in thls area. You can do this
P ' Eorvacane F;

during that first guest“ Week. .

- Policies. Be clear and honest about your policies and pay. Tell .
1nterested people exactly how much you pay and what raises they can expect

when they work for you. ,Try to offer salaries, frlnge benefxts; and work-

£

‘ ing conditions that are at least as good as your competl.tors. 1f, pos-
b ! 3 . 3 z
sible, give written information on your policies so that your people know

L2 & N

exactly how you operate. And when. you establish policiész follow them in

.

a businesslike manner.’

]

. 3
Personal relations. Job satisfaction comes when people like what they
‘ [

are doing and feel they are doing well. Tell your people when they are . .
doing a good job. Offer an under;%énding ear when they have probléms,band

. - . . :
_help them work toyard solutions. Have regular and personal contact wit#

them, letting them know you care. As much as possible, make your spa a ‘

A

-

‘pleasant, fun place to be. R —

Summary ‘ ' -

N
To operate a health spa, you need at least one part-time tralner/

3
assisgtant. }hrlng good people involves reviewing their applchtTﬁnS,

> .

interviewing them and checking pexsonal ‘references. Keeping the people -
g ) ef eop,
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you hire happy,involées several things: You must give them enough train-

ing to do their jobs well, have clearly stated policies, and establish
ggod personal relations.
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Learning Activities-

.

Individual Activities

L

1. Here is a ‘list of some of the tasks that need to be done in a health

spa. Who would do each task--Lucille, or Sally, 6r both?

a. Teacﬁ customers proper exercise techniques . -
- b. Write an advertising brochure *
¢c. Answer the phone
d. Buy a new jacuzzi ’
ei Hire a nutritional expert to teach a class
f. Send out monthly bills °
. ‘ ;. Sweep up the gym floor ;t the end’ of the day

)
-~

. . " Y L
2. Below is a list of people a health spa might need. Write down the

’
N .

quality you think is most important for each'of these people tgfhave.
. .. « ‘
Job - - Quality

a. Trainer,

b. Manager ' ) !

¢. Janitor U

d. Nutrition instrpctor

. e« Beauty expert ]

f. Judo téachér L -

g¢ Physical Eheragist

.

-

.

3. List three personal qualities that could shqw up in a personal inter-
view but not on an application that might keep you from hiring someone:

1
b. -




‘4. Whom would you hire as a part-time trainér for your women's héalth
spa? Explain your choice.
a. Tanya Fisher: trim, fit divorcee who needs a job to support her
children; she taught children's gymﬁasticé.
* be.- Robert Lopez: college P.E. student; wants part-time job in
related area, physically fit, friendly, and good looking.
c. Lisa Wong: housewife with two school-age childeen, attractive,

. jogger, regular spa customer who is-excited about working at the

Fitness Place. -
«X

Discussion Questions

1. Why is it important for Lucille to hire an assistant? Do you think
one part-time person will be enough? Does Sally Lipton seem well-

qualified for the job?
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s spa. You want to offer a
.new fitness counseling servite a;d need to hire a counselor. You have
just interviewed Jim McDonald for the job. He is the best qualified
applicant. He has good'references'énd experience, and you like him
p%rsonally. The only problem is thdt he would:be the only man in your

women's spa. Should you hire him? Why or why not?

3. Suppose that Lucille's "spa grows'rapidly.’ She and Sally can no longer

serve the growing number of customers weli. What might Lucille do to '

improve the situation? List two or three poss bilifies, and discuyss

"the pros and cons' of each.

y

Group Activity

In groups of two, role play the following situation,

-
. ' 4

Lynd; Gorgene's assistant Maryahas gained tén pohnds since being

hired. She does not look as fit or attractive as she used to. /Lynda
vz

is notlhappy with the change and 1s worrfed about Mary's §51€I;g even
more. Role play ﬁynda discussing ths problem, tactfully, with Mary.

42 ‘ :
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To help you organize the' work of ybur health spa.
. ) )
Objective l: Fill out a training record for one of
your customers. o

Write a work schedule for yourself or

Objective 2:

d an employee. -
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LUCILLE ORGANIZES THE WORK s

-

"Now that I've hired Sally, we're just- about ready to
open. First, Sally and I have to discuss hours. She 8
gaing, to start with 25 hours a week. 1 also want her bere
during our busy time. If we're like most women's spas,.our
peak time will be evenings from 5-7 and ‘Saturdays from
9-11. That will just about cover her 25 hours.

»> -

"We'ré also going to need to keep -frack of our custo-
mers' routines here. At La Petite Spa, we used one form
for everything. 1t covered the customer s physical condi-
tion, goals, recommended exercise and diet, attendance, and
progress.

Lucille looked at La Petite's 'training “record" and
made a few changes to suit her needs. She would print ‘
some, try them out, and make changes later if she 1eeded to.

Sally agreed to work during the hours Ludille needed
her. Soon they were off and running.c Lucille® planned a
flexible schedule for herself and Sally. They would both
work with customers during the peak times. They would £i11
in the slower hours with cleanlng, flllng, and bookkeeping.
Lucille woyld schedule other tasks for these slow times,
too. These included appointmgnts with the accountant,
buying new equipment or supplies, planning new classes, and
preparing ads or sales strategles. 3

&

Lucille: was pleased with her days. .She liked the con-
stant variety of her'activities. And she had a very agree-
able, qualified assistant to help. This gave her enough
time in the day for ofhexr tasks and for‘unexpected inter-
ruptions as well, She knew, though, that business might
continue to grow at the same pace. Then she'd have to make
some changes in her schedule. : N

-
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Organizing the Work

e

[

Doing the work of any business, large or small, involves three main
steps. These are orgenizing the work, do@ng it, and, finally, checking
the work to ensure  high quality and customer satigfaction. This unit
covers the firstf'Step, organizing the work of a health spa. First you

will learn abouy keeping track of your customers' fitness needs and

routines. Then YWu will learn about scheduling jobs for yourseif—amd

your employees. ‘

Keeping Track of Your Customers' Fitness ‘\K\»

You will need to keep track of ‘four thipgq relating to your cus-,

tomers' fitness: B '

e information about their physical condition--weight, ‘height, pulse
rate, overall health condition and limitations; ;
indication of their fitness goals (why are they using the spa?)--
general conditioning, weight reduc&ion or gaan, musc le toning or
building, injury rehabilitation;

"prescription" for' customer to follow at the spa--exercise

routine, diet, classes; and

~

record of attendance at spa and routine\jgtlowed.

Typlcaﬂly, a health spa will g1ve customers a.31ng1e form on which to
record all.of the needed information. This form is sometimes called a
training record. It is used by both the éustemeé a;d trainer to keep
track of the customers' performance and progress towards reaghing his or

bher goals; .

If you open a franchised spa, a‘form for this purpose will probably

be provided by the franchising company. Otherwise, you will have to

{

[y -
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Aruitoxt provided by Eic:

around personally.

[

develop your own, or adapt one from the spa where you have workedbor

exercised before. - . .
—~ The training record that Lucille developed for her customers ;t The

Fitness Place is shown on the next page. As you can see, space is pro-
vided for information about the customer's physical condition, fitness

¢ 3 . . . . .
goals, recommended exercise and diet routine, dates of visits, and record

of exercise performance and calorie intake for those dates. Additional
space is provided for special dietjinﬁgrmation, classes taken, and other
comments. The form is printed on both sides of the-paper.

When both = °

sides are filléd in, a new form is provided.

n

¥
There 1s%$9 one "right" way to keep track of all this information.

You may want to divide the information into‘several 31mp1er forms. You
may want to keep a separate file of 3x5 cards including basic information

on eachlcusggmer such as mame, ,address, type of membership, and physical

copdition.

3

As the owner of a health spa, you will have to decide on a method

that fits the needs of your customers and the services you offer.

‘ »

Scheduling the Work ' -

Lucille has to:schedule the work of her health spé. She has to.
decide how best -to cover customer needs in the gym and how to divide up
the.work between her and her agsistant, Sally. She also hag to decide
when t? schedule classes and when .,to do the many other tasks she must do

as owner of the business.

-

Covering customer needs and dividing the work. Since Lucille has

only one part-time employee, dividing éhd scheduling the work is .fairly N
simple. Sne makes sure that Sally is scheduled to work in the¢ gym during

peak hours. She tries to be there at tbose times as well. When a gus- ) g
tomer is coming in for the first time, Lucille schedules time to show her
She develops her individual "prescription and takes

47 .-
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The Fitness Place . cowmos:

TRAINING RECORD .

Name

{ Referred by

Start Date

Age

Weight

Helght .

Ceneral Health _
Limftations

Expiration Date

-

-t - LY

GOALS: ' ~ -
[_] (,uncr'Al Cond{tioning
{71 weight Reduction
D Weight Increase
[ other

Date:

. Pulee Rate:

Body Welght:

‘ EXERCISES:

Recommended Performed’

FNN IR Y

DIET:

Calortes Allowed:

Calorte Intuker

Speclial Necds:

CLASSES TAKEN. -

2.

A g
3.

0 4.

. . > RS

N

m'y -

COMMENTS :

A
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o s . L
. Classes are then scheduled ro fit the customers' needs as well as possible.

Sumﬁarz ' . . ) JPA

‘

<

~ L] o . . 3 3 o
hér through a sample exerclse routlne. Sally is trained to do this too,

in case.LgEillg cannot be there. .But Lucille wants to be as personally

-
T

involved with each customer as possible. -

. .
- . ' 14 o

’ -

The customers' needs come' first in the spa business. Other tasks that °

need to be done, such as' cleaning or filing, would be done by,}ucille or

Sally during the slower hours.

In a larger spa, each employee would be scheduled to meet the “varied . 2
needs of customers, especially during peak hours. A schedule would be ’ ?
pgepared and probabily postéd as a reminder to employées of where they T

should be and when. ,

’ 2

Scheduling classes. " Before scpéduling classes, Lékiiis/takes a survey

of _her customerd’ .interests and when they would be available to attend.

5 & . H i P - o
1 rd .
é

. \'v f?“ . . ) - ! -
Scheduling™other tasks. 2ﬁ.we said before, Luc1JJi has other tasks to )

do in her day besides working with £he éustomers.._ She has to "sell" ser- -
vices, arrange to service the equipment, and “kéep financial records. N
-3

Sometimes she interviews people for jobs or talés Qith;hey?ﬁawyer'or‘
L4 . e 1x ’
accourntant. ‘ o F v . 3

% \ ‘4
. - S N N . -
Although all of these tasks are not likely to ocour<dp a single day,

several migpt. Lucille must de¢ide which tas&; are most important and
4 [ E] 2 *

should be done first. She must include these tasks in ber daily schedule
along with her training joba. Lucille writes down@theqeptasksfdnﬂbef own

(4 . N

daily schedule. .

L3 " B hd "
/% You will need to keep track of your customers’ physical conditidn,
goals, recommended exercise and diet routines, and their progress. You N i

will also need to sched@le jobs for yourself ‘and yoqr.employeeé. ‘

11
.




v . Learning Activities

.

Individual Activities ‘ -~

7
l. List four kinds of customer information a health spa owner must keep
track of:
a.

b. ‘ a

»

2. Read the following description of Tara Dorabji, a new customer of

‘s

Lucille's. Use the information to fill out the blank Training Record

P
Ay

) on page 38. ] N

)

At 125 pounds, Tara Dorabji is 20 pounds overweight
for her 5-foot frame and 30 years of age. Hr general
bealth is good, but she is depressed a§out ber weight.

She has taken a three-month membership at The Fitness
Place on her doctor's advice. She hopes to lose weight
through proper diet and exercise. On her first day, July
1, Tara was assigned a 1,000 calorie diet, a da11y half-
hour exerc1se routlne, and a weekly welght-watchers class.

3. On June 20 Lucille wants to meet with her accountant to go over the
books for the first bhalf of the year. She has also been invited to
' speak at the local Newcémers Club's 10 a.m. heeting. Her weekly ad.in
the local paper is due on June-2l. She a}sb knows she wants to be in
the gym during the peak hours. Sy
Make out a work schedule for Lucillé for June 20. Make up your
‘7a own scheduig form. Decide how best to fit in all of the Lasks

Lucille needs to do. .

-

N

i

—

’



‘ Discussion Questions .
- ~

o ‘ -
1. Are work schedules likely to be more or less important sg,have as

your health spa grows in size? Why?

4

T

Leroy Carver Had'five part-time instructors at his karate center.
They all taught sheir ewn karate ¢lasses. They also shared the
cleanup, repairs, and office work. Leroy said, "I hate formalities.
I know my men,are good, and everything will get done when it gets
done. There'll be no lists and schedules around here. It's bad for
morale." . Y.

How do you thlnk Leroy's business will run7 What are the advan-

tages and dlsadvantages of runnlng the bus1ness in this way?
. S

°

When Grace Garcia started her small spa Slim and Trlm, she sa1d "L
hate forms and paperwork Inventing and prlntlng forms is expensive
too., So when each new customer comes in, we'll put her name, age,
and weight at the top of a piece of paper and write down her very own

prescription for exercise and;dlet. It will be much more personal

.
L3

- { <
than using the same form for /"everyone." >
N
. Do you agree with Grace? Why or why not?

Group Activity

As a group, see how many tasks you caf think of that the owner of a
health spa like Lucille's might have to do during a busy day. <¢onsider

both routine and unusual or .unexpected tasks.

~

AN

-

" List these tasks on th chalkboarg. First decide how often each task

should be done:’ daily, wegkly, monthly, etc. Then number them in order

of importance. Indicate hich ‘tasks should be done first, secogd, and so
th. Remem@er that Lu 1}e's routine training of customers must be

scheduled throughout the/day.
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Then make up a one-day schedule for Lucille.
are too many tasks for her to complete in one day.

these should be done.

o}

-

.

52
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You may -decide there ‘
Suggest how and when
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‘ UNIT 6

Setting Prices.

©

Goal: To help you decide how to set prices for your health

\/ spa. ;

4
_Objective l: Pick the best price for your services.
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' LUCILLE SETS. PRICES

£

Before’Luéille actually opened her doors, she had to
decide on what prices to charge. Lucille knew that most
health spas sold club memberships of different lengths and
‘prices. Members could then use thé spa as much as they
liked while they belonged. Somé customers would come
often, others hardly ever. Regardless, Lucille knew that a
spa needed to sell enough memberships at the right price to
cover its operating expenses and make some profit, too.

Lucille decided to look at her competitors more closely
before setting her prites. She already knew that La Petite
Spa offered a three-month membership at $100 and a full
year at $200. Most customers bought the $100 membership
and, if they wanted, added another $100 to extend it to a
year. Jack Tanny's was quife different. It _had been sell-
ing one-year memberships forﬁonly $100. They were selling
like hotcakes. However, Lucille learned that the spa
wasn't at all the/friendly, personal type spa she wanted.
Most of its customers never came back after the first.
month. Luciile wanced to have regular customers who réalily
used and liked The Fitness Place. ° \

Her newest competitor, the franchised Health Spa, was
offering a unique intvoductory special. It included an )
18-month $500 membership, with a guaranteed rate of only

$60 a year for life after that. vaiousl? the Health Spa
wds hoping to attract customers with the $60/year for life
L rate. But $500 was a lot of money to start.

"I'm a little confused by so many different prices. I
know I don't want to go the way of either Jack Tanay or the
Health Spa. One is too cheap and impersonal. The other is
too expensive and gimmicky The Fitness Place is really
most like La Petite Spa, so I'll kind of follow their ideas.

"For starters, I'd like to offer a shorter trial mem-
bership-zéay six .weeks, and I'll charge $75 for that. I'll
offer a tWo-for-one deal in the beginning. That way I'll
get two new members to join. 1I'll also offer six months
for $150 and a yéar,for $§200. I don't want to charge more
than La Petiteé Spa, .even though they're across town. 1I'm
still new, and I don't have-a very big place. When I get
more equipment and maybe a pool, I'll be able to 1ncreese
my prices.”

n




' « Setting Prices

)
°

- . -

To be successfwl, you myst set prices for your health spa.that
e are.competitive with‘ﬁimilar businesses; <
e are acceptable to your customers; and

e cover operating expenses and profit. .

This is .what Lucille tried to dc when she set prices. “

-
[ ¢

N \

In this unit, you will learn about some things to think about when

setting prices in,any business. You also will learn about some things

»

relating to the health spa business in particular, — :

1 .,
|

Things to Think About When Setting;gyices
- "o , ‘
. ‘ There are four basic things to think about when setting prices in any
Business: \ ‘

° demand for services; -
a ‘.
e competition;

~ t

. s ® operating éxpenses; and

. ’ s e profit.
’ . s 3
: . - . e .
v . . s A ) R

- Demand for services. Customers are willing to pay more for sérvices

that are hard to get and less for services that are eady to come by. For.

éxample, what would you do if there were plenty of other hedlth spas in

the area? You would have to\cha;ée your customers less than if there were

few or none available. Of course, if there were few or none available

because the demand was low, you could not affqrd_tg charge higher prices.

. in deciding to open The F%tness Place in Dayton, Lucille had studied the u
a;rea and felt that the demand for physical fitness was strong. But in ‘

setting prices, she would have 4o consider her cdhpe;ition.

»

U : 56
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Competition. When opening any bbusiness, it is usually wise to set
orices somewhat in line with those of your competitors. You may even ‘set
them lower to get customers to try you, the newcomer.
- Your customers will not pay higher prices unless you offer extra ser-

vices or better services. A customer will look for the lowest price, but

‘will also consider the quality of your services. How friendly and helpful

<

. are your trainers? How clean and attractive is'your spa7 How convenient

?

>

. . <
. arE\y?ur hours and location” . :

LY
<

Take Lucille as an example. She has three competitors, only one of
which {s a women-only spa. She decides_to keep her prices on the low side

and to offer special introductory prides as well. She also plans to

introduce herself to rhe community as a new‘businessperson determined to

attract customers with frlendly, peérsonal services in a clean, ,attractive

setting. -

-

1 -

Operating expenses. : Operating ‘expensés are the costs a business must
kY

pay just to keep its-deors open, with or without any customers. ' Your

prices must more than cover the colts of running your business.

Expenses to run a health spa include such items as:
e salaries; . .. ' <. .
building expenses (rent and utilities);
insurance, ‘
advertising;
furniture, equipment, and supplies; and
- . i
cleaning and maintenance.

.
- \ .
N ', 4

Lucille's monthly operating éxpenses will run abour $3, 500 She will .

‘have to get enOugh customers to pay erfiough ‘money to bring in at least

$3,500 per month.
As owner of a health spa, you will have to figure.out what your oper-
ating expenses will be and set your prices accordingly. Often this, takes

-

some ,trial and error guesswork. Xou have to think about y your pompe{ition

97
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and the demand for your services. You may make some xx}{stakes. If your ’

expenses are very high, you may need o ralse prices. Or you may need to

cut your expenses. A good manager tries to keep ope{gting expenses as low -l

as possible or, at least, to save money where:it is easiest to do so.

Remember that LJ;ille saved by leasing her equipment and finding a loca-
(/i 'tion with a good rental price. “

. = - . .

Py Profit. Your profit will be your reward for all of your hard work)
Your prices must allow you to make\some profit. Profit is what's left
after everything has been paid for. It may be your own salary or some
amount over énd above that. You must decide how much profit‘you can make
and whether this is acceptable for you. Remember that'man& successful

businesses start out with little or no profit in the first few years.

‘Lucille was finding this out, too. \
¥

~

Pricing Health Spa Services

. The typical health spa offers its services to customers by selling

memberships in the spa. *

Membership packages. Memberships of different lehgthSAare usually

. . offered to customers. They can range’ from one- or.two-month introductory

s

- memberships £o memberships of a year or more, Members-are usuglly entitled

n . . to.use all of most of the spa's services as often as ﬁhe; like during the

time they béi6ng to the spa. Of course, membership’prices increase with - .
the length of the membership: Ho;éver,.the longer the membership, the

cheaper the monthly cost. , For ékample, Lucille's basic membership prices

were $75 for six weeks,;$150 for six(montﬁs, and $200 for a year. y
; -

In general, longe;;term membershi;s are more profitable and easier to.
manage. Tﬁ;re are fewer billing and recordﬁeeping chores. However, the,
4 choices you offer. should depend on custamer demand. For example, if custo-
mers want short—term'ﬁembe}sh;ps, you shoulh offer severai choices such as
h - ope—, three—, or six-month memberships. Some spa owners offer different . ' ‘
kinds ‘of memberships at different times. 1If depends on how the business )

-
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‘ is doing. The Federal Trade Commission limits the length of time and
amount of money any health spa contract can be sold_for.
~ "Other special prices are sometimes offered. Coed spas usually offer
membershipé for husbands, wives, or entire families at special discount
\\\\ _rates. For example, a $200 singlé membership might cost only $300 for two
people. In ;ﬂdltion, some spas offer lower rates for students and Senior

citizens. ) . N

Special introductory offers. Often when a health spa.first opens,

>

special prices are offered. These are intended to encourage new customers
to ;ryﬂout the spa. They help a new spa stand out from its competition.
These “"specials” might include several free introductory visits and extra
low introductory raEes for a brief trial perfod. Or they might include -
two memberships for gbe.price of one (to éet two new customers). In

tion, short memberships can be trarsferred into longerhmemberships at
no e:rra cost ro the customer. Lucille decided to offer two—-for-one six-

. ' week membérships. She was very pleased with the results. Friends and

co-workers joined-together and brought new friends in. This is usudlly a
better way of getting new members ghan offering half-price memberships or
'length; free trial periods. ' \ .

v
L]

K Extra .services. Sometimes ,customers.are charged for services such as

counseling, massage, or beauty treatments. This is particularly true if a
~ . special person is hired toiperform the service. Prices for these services

should be set considering all the things we have been talking apout.

- v -

' Summagz .
\

In general, there are foqr things to consider when setting prices.
These are demand for the service, compétition, operatiné expenses, and

- profit. In the health spa buszness, services are usually sold through ’
mémberships of different lengths. Special introdgctory prices are usually

‘ - offered to encourage new customers to try the spa. .

N

% -1 t
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" Learning Activities

*+

Individual Activities

. - [ \ [N

1. List four general things to consider when setting prices for a health

spa. A

-

2. Call a health spa in your area. Ask what it charges for its member-

-~

ships. (Indicate that you're inreres;ed in joining.) Compare these
prices with other students'’ findings from other health spas. Is
there a- "going rate” in your area? Or do you find very different

rates like Lucille? Are there introduttory specials?

&

-

3. a. -About how many six-week memberships would i.ucille have to sell to é
cover her first month's expenses'(S3,506)? )
. “ ¥
b. About how many customers would this bring her if she sold mostly

two~for-ones?
N CCE A | e "
4. List three ideas for special introductory health spa prices.

L4
M4

5. Pretend you ate opening a new health spa. Your main competition
offers a straight one—year membefship for $150 payable in one lump
sum when purchased. It can be _renewed for $100 a year. Which of the

following is the best price for’yoh*togoffer when you open? Why? -
a. $175 per year, payable in monthly installments; $125 renewal

b. $150 per year, payable when purchased; $100 renewal
c. Two—for-one year's‘membership,for $200

d. First year's membership at $100; second year free

. >



Discussion Questions

»

1. Do you think Lucille's pricés make sense in light of her competition
and the demand for health.spa services’ Should she have tried to
compete more on price with Jack Tanny's $100 membership? Why or why

not? ) <
2. In her second year of business, Lucille finds ﬁhat her expenses have
gone up 10%. Sally wants a raise to keep ub with inflation and
Lucille would like to hire another‘trainer.' She decides to raise
prices by 15% and she drop} her two—-for-one special. The number of
new customers drops. What should Lucille do to increase her busi-
ness and keep up;yith inflation at the same time? - .
3. Many health spas offer "spécial prices” almost all the time. One

month it might be a two-for-one special. Another month it might be

> three free visits. Sti11 another might be promise of an inexpgnsive

renewal. This means that customers are paying different prices for
the same services. In what ways does this practice make sense? In

what ways could it be a problem?

Group Aétivity . ‘ . , o

> ‘

Jim Bycott owns a successful coed health club. His club appeals

especially to the "professional, amateur, and recreational athlebe. ) ,

‘Six-week and one-year memberships are available for $85 and’$360. Jim «

wants to expand his business. He invests about $20,000. He borrows

_ another $50,000. The money goes for computerizeg equipment that can

analyze blood, heart function, exercise'stressz percent body fat, etc. to
determine a person's fitness. He will have the only spa in the area that

offers computerized fitness evaluation.

» >

Answer these questions to help Jim decide how to set prices for his

eValuation_sérvice.‘




List several things Jim must think *about-when he sets prices. . ‘
. -
Arrange them in order of importapce. Which will be most important?

)
’

Least important?

A

&

Jim figures each fitness evaluatien will cost him $200. How much

might he charge customers?
¢
i

»

Assuming this Brice, what type of, customer is likely to use this

.

service?’

Jim decides to charge $250. Customers love the service, but the

number of customers is very small. Business does not grqw as Jim had
-

hoped. What- should Jim do?
. :

.

. B
o

What are some problems involved in offering and pricing services that

cost :a lot to provide? .

62
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——\ UNIT 7

Advertising and Selling

“

\4

IS

To help you learn ways to advertise and sell the
services of your health spa.

Objective 1: Pick one way to advertise your health -

spa. .
Ogjective 2: Design ; printed ad for your health

spa.,

12
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LUCILLE "SELLS' THE FITNESS PLAC

Lucille knew that advertising and sales were very
important in the bhealth spa business. She had seen how
bhard ‘her boss at La Petite Spa had worked at planning nea

‘sales strategies each month, and on develgping a fancy

+

“sign on the window.

"that's tacky.

brochure describing the spa. Lucille also knew that sales
planning had to be done before she ever openedsher doors. . *
She sat down to think about setting her prices. Then she
realized that pricing and sales went hand-in-hand.

"The special prices I offer when we opeh will probab:&
be my best sales method.. Customers are really attracted by
specials like twa-for-ones and free visits. But, as I said
before, I don't want to seem cheap and gimmicky. My spe-
cials will have class. First I'll hold an Open lbuse, where

1 can introdude myself personally to eacti woman and guide

her through the spa. 1'1l advertise the open house in the
local weekly advertiser. 1I'll have a large, attractive
I'11 also put up some 'invitations' in
local store windows.. I'll send some to the Newcomers Club
and The Junior League. 1 wop't print prices on the signs—-
I'il just say something like 'Special Intro-
ductory Prices,' and 'refreshments and demonstrations
provided.'
*"1'11 also print a nice flier describing our services,
maybe with a silhouette drawing of a woman exercising.
Mdybe we can use the picture as a symbol for advertising.
Visitors can pick up the flier when they come in, and I can
use it for other advertising later.’

! . ¢ -
# "g8ally and I will let peéple know what a great spa The
Fitness Place will be. We'll try to get them to sign up or
at least call for a free guest pass." ) L

. Open lbuse was on Saturddy, Sept. 15¢ The turnout was
giteater than Lucille e ected, with almost 50 women sched-"
uling visits for the neXt couple of weeks.

Lucille would
plan to spend most of bgr éarly weeks meeting future cus-
tomers. She would try fo make a good impression on them.
Then, with luck, she 1 i
The Fitness Place. . \ &

3
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{“Advertlﬁing and Sellin%

e

*2hvertising and selling your health spa and the services it offers
« are very important to the success of your‘business. You can see how

important it was to Lucille as she was starting The Fitness Place.

As Lucille found, the best way to attract customers at first is to
offer intro@uctory‘and ongoing "specials." These offer customers special
low ptices or a chance to try out the spa before joining. Iblding an
open house and talking to’ local clubs and businesses can also be helpful.
Prinéed ads, direct mail, and brochures can also be used, but are not as

important in the health spa business as. in others.

Probably your most importanc "sales’ mechod will be your ability to
show éustomgrs that you understand their needs and want to serve them.
In this way you will build a gogd (ifutation. You also will build.up

your business by word of mouth.

"Selling" Health Spa Services.

Selling health spa services involves several activities. These
include introductory specials, open houses, visits and lectures to inter-

ested groups, and developing a good reputation.

.
&

»
v

Introductory specials. You learned about specials and the importance

of offering them in Unit 6, Settin® Prices. To refresh your memory,
specials might include two-for-one memberships, extra-low introductory
;ates,‘severalcfree visits, or inexpensive renewal rates. Some spa
owners think the two-for-one price is an especiélly good way to attract
"new customers. Free vigits are useful, too. 1In fact, it is probably

wise to offer at least one free visit to help a possible customer know

v
. .

66 ’
65
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‘ what she or he is byying. IHwever, Lucille offbred hers as a "Free Guest
5 Pass.'" Keep the number of free visits small. You don't want freeloader

customers enjoying your offer for long. Thirty days free is going much
— ’ -

- ¥

>
too far., O ; - o
il

~ ) N

ﬁany health spas continually/gffer'a Speciél but change it regularly.
. This appealé toqmany customers who like a "bargain.'" If you choose this
approach, set a cut-off date for each special to he1p~c185e the sale:
"Two memberships for the price of onme until the end of the month." But

don't be pushy. Let the customers decide.

This sa;%s approach does not appeal to all customers. To some it

-

seems giﬁm; ky,or cheap. Some spa owners prefer not to offer .special ,
prices a‘d }ime limits. They prefer to create a low;key i?age gf quality
without giﬁmicks., Only you can decide what's right for yo@? business.
Who will your c;stomers be? What will appeal to them? Whak image do you
.- ‘ want to establish? "

" ' Open house. When you are ready to start busin.ess‘, hold an ol;en house
to introduce the public to your spa. Show people around,. serve light

refreshments. Let them know how you operate, how friendly and service-

minded you are, and how they can join. Advertise the open house with a

big sign in ?’Ur window and by placing an ad in the.local newspaper.. if

a

you want to attract particular customers, send a written invitation.

‘e

A

Visits and lectures. You might wish.to contact local clubs whose

members might enjoy .your spa. The Newcomers Club:ang service and civic
groups are possibilities. Offer to speak to these groups, and give

coupons for.a free visit. Or invite the group in for a free visit and

. L
. talk at your spa.

v

Word of mouth. Eventually, your succgss will depend on _your repu-

®

r

tation in the community. You will want your customers to renew their

memberships, and you will want to keep new custoqsrs coming. To do this,

‘ you will be "gelling' your business every day by offering friendly per-
~gonal service, and following the policy: 'The customer comes first." In
' E S
o ‘ . ' 67

- 66 y
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- - ' this way, your cﬁstomers wi}l come back, and they will bring new custo-'
. mers. Two other "sales" ideas to encourage referrals should be consid-T

‘ # ered., Offer yoixr ‘customers a "bonus';"aiii they find a new member. The bonus
could bi réduced renewal pricé or a free personal serviée such as a

s massage or facial., Or sell a gift certificate that can bring in new

customers.

- Advertisements * . . &

-,

- .
. ’

. As we, said before, most typical forms of advertisement are not as °
= 1mportant to the success of a health spa as they are to other bu31nesses,

But they can be used to a limited degree.

3
re ‘ b

" Yellow Pages. You should advertise in the Yellow Pages as all small:
s business owners do, but the ad 5;335b1y will not brlng many customers.

, So just- take out a small, inexpensive ad, including your nampe, address,

T phone, and whether ybu are a women— or men-only spa. Place the ad under
i

UHealth Clubs" or “Physical Fitness," and do it well ahead of time so

-

that the ad will appéar ;hen you open., ) . s 2

ax -
e N b E -
. B .

Newspapers and. magazines. Newspaper ads do nob pay off in the heaith

spa business. If you ate iff a smaL} .community, however, an ad in a smaIl

weekly paper or advertrser m1&pt ‘be worthwhile.
. - e . ~

- < . -

.‘ l, . —

[ g .

The,bégfhplace to put an ad, if possiblé, is in a specialized p\ibli-q
‘ . . - . - )
.S " cation such as physical fitness, or sports, magazines, Or put it in a

. " local group~publication sqgh*as a newcomers newsletter. Ads in large
. - - N

. magazines are ‘'very expensive, so dom't-even consider it if your advertis-
o . o '

¢ .4ng budget is smalkﬁé . .

\ L L o f

.
\ - . ® >~ ¢
. «
- . ' LY

N . Direct mail. 1If you are offering a service that might appeal to a

. _wvery spgkiffc groﬁp of people, you might want to send a personal letter
- to those peoplé. For example, Jim Bycott‘wénted local businesses to t
: learn about ,his new computeri;ed fitness evaluation. So he sent letters

. to business executives in the area with a broghure describing the new

s ' : -

’
~
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service. In general, however,'heaifh spas do not use direct mail

advertising for large groups of unidentified people.

- - ~ .

? v

Brochures and fliers. It is impoftant for you to have a one-page

flier or brochure that describes your health spa. It should be available

to eustomers when they come'in and for sending out té potential customers.
~N

s

Here ts the flier Lucille designed for The Fitness Place.

°
- 1 - - M
£ - -

v

L 4
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, Fhe Fltneéf Place i
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We offer these personal, individualized services:

Weight Reduction and Diet Plan
Nutritional Guidance

Skin Csre Guidance and Classes

Guest Speakers -

o Fully Equipped Gym , .
e Daily Exercise Classes .
e Sauns ]
e Aerobics .
o Yogs

»

- . ) ” DAYTON'S NEWEST SPA ‘

. . ’
484 State Street (in new Bayside Shopping Center)y Dayton
Phone: 737-0530 Hours: Mon-Fri 9am-9pm, Sat Yan-3pn
[+ *  CALL FOR A FREE GUEST VISIT L -
L -
< - . : v

«
.

v ! S~

. - ..
Your flieg ar brochyre, like Lucille's, sholUld be simple and attrac-

‘Above all,

tive. it should provide important information. about your
7 p . -

busineds. Include any ;ﬁgcial features Or services you provide. . Include

an illustration, 'if possible, as Lucille did. )

-4 ) -
Signs. An attractive sign should be posted at your spa. If you are

located on a busy street or in Sjusy shopping center,-the sign should be

large and placed to attract as much favorable attention- as possible.

. N

FOR WOMEN ONLY ¢ s

»
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- Advertising and selling are very important in the health spa busi-
ness. The best way-to attract customers is by offering introductory .
. "specials," holding open houses, and B{¥¥iding a good ‘word -of-mouth repu- -
’ tatjion.
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o . .
Learning Activities

“ 4
Individual Activities .

1. Match each of the following with the words best describing it:

Guest pass . " a. Useful when you first open
___ Newspaper ad - b. Moé?“fmgortant sales technique
____ Flier G- Importaﬁt every single day
____ Introductory special d. Must be simple but attractive

Yellow Pages ad e. Not very helpful-in general

Friendly; personal service t. Every small business needs to
. have one
Open house g. Good way to let customers know
what they are buying
2. 'Look in the Yellow Pages under "Physical Fitness" or "Health Spas and
Clubs." Compare ads for health spas. Qhat size are they? What

-~ information do they include? Which ad do you think is best?

3. Call one of the health spas you found in Item 2. 1Indicate that you
are a student learning about small businesé advertising. Ask the spa
to send you its flier or brochure. Examine it. CQmp;re’it to
Lucille's Fitness Place flier.

4, Ask for a free guest visit at a health spa near you. 'Visit,the spa.
Try its services. Then decide if you would like to join based on

your experience visiting.

A

71




’ »
| | . Q’ - . ) . . l -
: R , . o
s : . § . .
' 5. ‘Mere is a list of sales an& advertisin‘g'x\pethods: ’ ) ‘
a. Free visit ’ c. Direct_mail .
" .b. Two-for-one prices d. Opems house ) )

Which of these methods would best suit each of the following adver-

. tising needs? i ,

Introducing the entire.community to your pew spa -

Letting local doctors knowy about your\new physicdl therapy

services ~ ‘ ‘ ; .

Getting J?net Carver, 30'pounds overwelght, to try out your

exercise equibment' ° \ ~

He lping Toéjbindley, ‘3 prospective new customer, think he is
>

getting a good deal

Discussion @estions
LY

A

1. Do you think pucille's advertising plans are good? Why do you think
she chose the methods dhe did? Will her flier attract customers? Is ‘
there anything else Lucille might do to-help "sell" The Fitness Place?

3

2. Discuss why the usual printed ads in Yellow Pages, newspapers, and
magazines are ndt especially useful in the health spa business.

3. Tony Leo was starting the Sun-Glo Health Club. To attract customers,
Tony placed a large ad in the Sunday Tribune classifieds under
"Services." H offered customers ten free trial visits and a free

- massage. What do you think of Tony's advertising approach? Why?

-

T~ -

Group Activity

3

In small grpups,;make out an adgsztising and sales plan for your own
health #pa. Design a simple and attractive flier or brochure that

describes your business.

71
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UNIT 8

Kesping Financial Records

~

P

To help you learn how ‘to keep financial records for
your health" spa. :

Objective 1: Fill out a customer billing form for
services sold to a customer. .

-

Objeciive 2: Fill out a daily cash sheet for the
,money you receive and pay out in one day.

-

t 2







LUCILLE KEEPS FINANCIAL RECORDS

Ready to open, Lucille needed a way to keep track of
her money. How would she collect money from her customers?
How would she keep track of the money coming iff"and going
out of the business each day?

"I'm sure glad I took those business classes at night.
Without' them, I would have known nothing about the billing
and bookkeeping I'm going to hdve to do for The Fitness
Place.” !

Lucille thought a lot about how she expected the busi-
ness to run. Did she'want to give credit and let customers
pay in installments? 'Did she want to spend a lot of time
doing billing work? Answering these questions helped her
set up a system’she hoped would work.

"1'd like to make'thiﬁgs as'easy as possible for my
customers. Most of them will probably take six-week mem-
berships to start. I'll let them pay in full when they
join. Or they can pay $40 at first and the rest at the end

of the month. 1I'll give them a self-addressed envelope and

.a payment coupon when they leave. For six~ or twelve-month
memberships, I'll take installment payments: six $25 pay-
ments or ten $20 payments. I'll give customers coupons ,
with due dates and envelopes and leave it to them to pay.
We'll keep a cgrd file by date, showing when payments are
due for each customer. If we don't get the money on time,
we'll send a reminder bfll. That way customers won't feel

° bugged by constant bills, and I won't have as much billing
to do." o

Since money would be coming in and going out at differ-
ent times, Lucille,jeeded a way, to keep track of the cash
flow. She bought a batch of daily cash sheets on which she
could show exactly how much money came into and went- out of

- The Fitness Place each day. Each month she would summar—’
ize her income and expenses. t the end of thé year she
would have good financial reco¥ds to help determine how
well the business—was doing.

. Lucille had her accountant check her plans and she
found them acceptable. After several months of business,
the system seemed to be working well. About 25% of her
customers Seemed to need reminders, but most paid quickly
after receiving a bill. . Not having to bill all her custo-
mers saved Lucille tim7 and money, too.

& J
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Keeping Financial Records

-~

As a health spa owner, you must have a clear way to keep track of
your income and expenses. You must keep good financial records to know
how your business is doing and to make important decision;. You also
must provide financial infofmation tohthe government when filing your

taxes. - »

Different businesses have different recordkeéping needs¢ and methods.
The needs of your health spa will be fairly simple. First, you will need a
way to bill customeés for their membership fees and any other services pro-
vided. Second, you will need to keep track of the money coming into your
business (revenues) and going out of your busi;ess (expenses). In this

unit, you will learn about customer billing forms and daily cash sheets.

. ’ <
Customer Billing Form

Your billing methods will depend om the types of memberships and other
services yoy offer. Lucille, for example, offered six-week, six-month, h
and one—year memberships. She let her customers pay in installments.
Litille gave customers payment COupons an envelo&s. She left it up.to
them to p5§ on time. She sent out bills only if customers didn't pay on
time, or if they asked to be billed. She uséﬁ a standard customer bill-

ing form like the one shown on the next page.’

79
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B ~ THE, FITNESS -PLACE

CUSTOMER BILLING FORM

Custoner: Jocelyn Webster .
' Payment Due Date: 10/15
. . 7
Amount Payment Balance
Date Service Charged Received Due
., - ) ‘
9/15  6-week membership $75 $40 $35
10/3 . -~ $35
A . /} -

a

.

A séﬁplq entry is made to show that on September 15, J%celyn Webster
paid $40 toward a $75 membership. . When the rémaining $35 was not
received by the end of the moth, she was billed. for the:$35 balgnce.

"\
If your health spa offers special services with separate charges,
,such as massages or facials, foilbw the same guidelines airead;qéis-
cussed. N s

. E
bill them for the extra charges using a customer billing form.

-

L4 . -

‘Lucille tried to kedp her billing work very low by giving out payment

coupons, There are other ways to reduce your billépg work in the heglth
spa business. You can accept a bank cFegit card suéh‘as VISA or Masfer-
Card. The bank pays you the customer's charges and in turn bills the
customer for payment. Or, you can.hire a billing service, usually a
Bank, to do the billing,for you. Either of these methods will cost you

extra money. You wiliiﬁk%é.to decide if it's worth it.

v o
Ty L3

Daily Cash Sheet

l/,/’

Because. customers do not psually pay for separate services in a

-~ -

health spa, the amount of mofiey that comes‘}n/varies a lot from day to

£
7

~

Y77 76 :
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Encourage the customers to pay on the spot. Or offer credit and ’ ,




/ day. Daily expenses vary a lot also. But both %ncome and expenses tend

to be greater at the beginning and end of eghh month, when most people

and businesses pay bills.

(Y
N [

A daily cash sheet can be used to keep.track of your income (cash

[

receipts) and expenses (cash payments) each day. Here is one that
Lucille filled out for-October 31.

be slightly/different.

The one you use in your business may

/

. S
\‘J ~
B ) ~ DAILY CASH SHEET .
L o : ' October 31, 19XX -
T Cash Receipts Cash Payments
Cash Sales: $ 115.00 - Salaries $ 250.00
J. Delaney $40 i Building expenses 1200.00
. T. Gooding $75 . (rent) N
T : g‘% Equipment and
P —
Credit Sales: +$_350.0 Furniture ‘
. . - I — . '
v 10 checks at $35 Supplies (printing) 150.00
. - 1
Advertising .
. Other (accountint) 55.00
TOTAL CASH RECEIPTS § 465.00 TOTAL CASH PAYMENTS $1655.00f

» |

As you can see], on October 31 Lucillé received customer’payments <

totaling $465. Sh&¥ also wrote end—-of-the-month checks totaling $1655.

7

You may decide to use a simple record book instead of Lucille's form.
At t@e end of each month, these daily cash forms or records would be sum-—
mari;edq They would be summarized again a} the year's end to provide &
complete statement of profit and loss. This will be diséhssed further in

the last section of this module.

. L
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Summary ° * )
Keeping good finanefal records is a necessary part of running a \

health spa. It involves billing and collecting money from customers for
membership and other services -provided. It also involves regularly

keeping track of the business' income and expenses.

[ 4




Learning Activities

Individual Activities

1. Fill in the blanks, using what you have learned about keeping finan-
cial records for a health spa. )
a. A customer who pays membership fees over a long period of time is

péying in .

b. Customers paying this way may be given payment .

c. Or they can be billed using a

d. In this business, bills are likely to be sent out

(weekly, monthly, bi-monthly, yearly).
e. A daily chsh sheet-is a daily record of the business'

A and - .

2. Jeannie Louis has a paid-up membership at Lucy Lamour's, an exclusive
health club. IHwever, Jeannie uses many extra services at Lucy's.

© i
In November she had $25 massages on the 3rd, 10th, and. 24th, $15

or Jeannie's

costing $50 on the 19th. Fill oyt a billing form
A >

Novembef.cﬁarges: -Put the charges in order by date. |

4 ! .
[

X

P " * CUSTOMER BILLING FORM

B °  Customer: - -
- o
: ) R '\ Amount Payment Balance
, Datg Description of Sale Charged Received Due
! . . .
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. 3. Here is a list of the money Lucille received and spent on November 15.

Checks received: .

Hortense Carver (cash.payment) $150
Chris Lee (éayméng\for past services) , 35
Sue Yee (payment for past services) 20
.y R "

Checks paid out:
/;3;1y Lipton (salary) $250
1

f

. 1-Farm Insurance . - 275
) <:;‘ Mary Horton (flier) 50

Fill out a daily cash sheet for November 15.

N 4

DAILY CASH SHEET

Cash Receipts ° Cash Payments

Cash Sales Salaries
. ) Credit Sales Building Expenses : X

s Equipment and Furniture

r
r

» .
- . > Inventory or Supplies

é [

-

Advertising
Other . ’
TOTAL CASH RECEIPTS §$ TOTAL CASH PAYMENTS ‘$

v * v

- Discussion Questions

l. Lucille decided to allow customers to pay for their membershfbs in

installments. Was this a wise decision? Discuss the pros and cons of

offering credit this way.

2. Casey Jackson, owner of Fitness Unlimited, hated bookkeeping. So he
hired the Lark National Bank of Tipton to do his billing and monthly
‘ ’ financi.g‘l statements. How would Casey's reécordkeeping tasks differ
t

from Lucille's? What are the advantages and disadvantages of each

approach?




. -
. A
R .
3. What other types of financial records, besides- those already dis- - ‘
. ? ‘ .
cussed, would the owner of a health spa have to keep? Think-of other '

possible money dealings health spas would have.

broup Activity !

[\

.

Sara Jane Morris bought a one-year membership in The Fitness Plate on
October 10. She paid $20 down and agreed to/make nine more $20 payments .
at the end of eacli month. -On October .3l she made aﬁopher $20 payment.

However, as of March 15, she had not sent any more money to:The Fitneas

Place. How would you handle this problem?

3

) | .

o
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Keeping Your Health Spa Successful

. . ) oL

Goal: To help you fEapn'how to stay successful.

Objective l: Figure out the net profit (before
taxes), profit ratio, and expense ratio for a

ERIC

health
Objective

Objective
spa to

spa.

2:

3:

State one way to increase profits.

State one way to change your health

increase sales.

. '

</
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LUCILLE WORKS TO KEEP THE FITNESS PLACE SUCCESSFUL

The.Fitness Place is now two years o6ld.

Lucille's first

year was very successful.

Fer planning and sales work seemed

: to have paid off. She had signed up some 200 members. Most
’ of them came to the spa often and had already renewed their
- memberships. She had ‘even shown a slight profit.

During the second year, however, business stopped grow-

£ /S

ing.

Lucille's small profit dlsappeazﬁﬂ“b It didn't take a

genius to figure out the
other spas in Daytom had
franehise, Slim 'n Trim,
the street from Lucille.
foot gym, swimming pool,

problem.

The Fitness Place and

S

dorie so well that another large

opened_up--juét a few blocks down
Slim 'n Trim bad a 2,000-square-

jacuzzi, steam room, and even two

racquetball courts. What was even worse, Slim 'n Trim's’
introductQry year's membership was only $100.

Lucille was'in a dilemma.
4

"I can see that Slim 'n Trim is taking all of the new

business around .here.

At least.I_haven't lost many custo-

mers to them.

That shows that we're doing our job well.

But with costs going up all the time,

I can't afford not to,

get any new customers.
our prlces, I certainly can't raise prices.’

And with Slim 'n Trim undercuttlng

1 also can't

afford to build a pool or expand to compete with them.

S0

what can I do to change things?"

Lucxlle decided on two maJon changes. First, she would
add a new "twiat" to The Fltness Place. .It would become
more like its name: a place to learn about fitness.
Lucille would offer fitness education through classes, in-
.yoga, aerobic dance, nutrltlon, and bholistic health.
would be free to members, but non-mgmbers would be able to
attend by paying a fee. 1In this way, Lucille hoped to get
some new customers'who were not yet interested ir general
membership. They mlght become interested through the

v

LY

classes offered. .
1 . i

-

!
=

Classes

In addition, she decided to add free babysitting during
peak hours and class tlmes. In trying to think about ways
ter increase bu31ness, Luc111e recalled frequent comments
from members like:. "Gee, my friend,Ginny. would love it
here, but she’ can' c get a baby31tter for Jimmy during the

1"

day. ) . '

- -

o

PN

it

[
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Keeping Your Health Spa .Successful

-~
-

N @

Lucille,wllinsky very much wanted The Fitness Place to be ‘successful,

v

and she was yilling to work hard and to make changes for it to happen.

.
[

You, too, will want to be successful in your businfess. How to be
successful is not always easy to figure out. :/
;
There are three imggftant ways to keep your health spa successful.
e Keep track of the money so you'll be sure to have enough.
] Ke#b your profits up and costs down. ‘

] Improve or change your business when necessary.
!

¢
|
-

In the last unit you learned how to keep track 6f the money. 1In this

unit, you’ ill learn how-to keep track of and increase profits. You also

5

wilk learg how to change your business, if necessary, to keep proflts up.

4

Keeping‘TLack of Profits . ////

&

A ’ . . N
Keeping careful records of your income and expenses from year to

year; as Lucille did, is a necessary step in determining profits.

, A
" Profit/loss sfatement. Your income and expenses can be summarized

eagh year on a profit/loss statement such as the one Lucille used. It is

shown on the next page. ‘ ¢

3




THE FITNESS PLACE
PROFIT/LOSS STATEMENT
. Year 1
$ %
Revenues .
Cash Sales $ 8,625 _ looz
Credit Sales * _ - 25,125 ‘
TOTAL \ $33,750
Expenses _‘ -

P Salaries 6,0 :
Building Expenses (rent) 14,490 -
Utilities 2,00 ;

‘\ Exercise Equipment (lease) . 5,000
Supplies .(printing) . 1,000 t
Advertising . 850 1
Insurance 3,000 ) :
Other:,;icensee,_accountant, . X
/  lauyer ¥ 100
~: ‘ T?AL $33,350 9%y "
Net Profit | $400 . 1% '
":"““‘_ .

-

From this statement you can see that in her first year Lucille haé

revenues (or 1ncome) of $33,750.

‘Her/net profit was $400--the dlfference

—rbetween total revenues and total expenses. If her expenses had bgen

greater than her revenue?, she would have suffered a loss.

Two percentages are shown on ‘the ﬁrcfit/losé statement:

ratio and the expense ratio..

~

?

the

profit

K




9 .
. o - The profit ratio is a percentage comparing net profit to revenues. ‘

- . - .

. _ Net Profit _ 400 _ :
Profit Ratio = m,x 100 = 33’750 x 100 = 1%

‘ ’ f .
This means that in Year 1, Lucille's profit was 1% of thedtotal '~

earned by The Fitness Place that year—-not very.much, but a
. . .

beginning for Lucille.

.

o The expense ratio is a percentage comparing expenses to revenues.
. ¢ .

Y

. . _ Expenses _ 33,350 - -
. Expense Ratio Revenues * 100 33,750 x 100 = 99%

-

v +

Thé,s meané that in Year 1, 99% of Lucille's revenues went to pay

N ’ y ) her expenses. Lucille wants to decrease that percentage ag i@ -
goes on. ) ‘
> v - - ¢ » - < -
* -
o ‘ These percentages can be useful to you in comparing your profits and .

expenses from year to year. Theky can alsq be used in cc;mpari'ng. your
business with other health spas. ' ' . . / «

Two~year profit/loss statement. When Lucille comparec’i'her income ahd

expenses for the first and second year, she used the form shown on the

k next page.

» > ) *

<

-«
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f . THE#FITNESS PLACE !
TWO-YEAR PROFIT/LOSS STATEMENT | ;
. ’ . Year 1° ’ Year 2 '
| . 5 r | s oy
- Revenues * ¥ T
" Cash Sales , 8,625 7':975
Credit Sales ° 25,125 5,525
~ . —_ - —— 4
) = 33,750. 100% | 33,500
Expenses ) R °

Salaries ) 6,000 6,300
,  Building Expenses (rent) 14,400 14,400

Utilities ,“ { 2,000 2,200 .
Exercise Equip?t\ent (lease) 5,000 5,000
' Supplies and Printing _ 1,000 1,000

" Advertising 850 550 “
v Insurance 3,000 3,200 )
. - Other: licenses, acco‘ungant, o \ )

" lawyer - 1,100 1,200

) : TOTAL 33,350 + g9z |$33;850— B

. ‘ " Net Profit |[$ 400 * 1%
i .

‘The two-year profit/loss statement makes it easy to compare figures.
o comparing Lucille's figures, -you can see that her revenues went down

while her expenses went. up in Year 2. "

~ . ’

- *, R 2 .
- ’Impjoving profits. 'As’a business owner yow may have no profits, ox J

they may be too low or not gro‘wing enough. As.Lucille did, you can try -« ) “
; ’ .

v

_ to increase thep. Three basic ways to increase profits in any business: -

.

’ are to: . - , ’ . ,
Py ! - ¢
' - . & increase sales (get more custppers);’ .. .
> N . . cer . at . <
, - ° e raise prices;.and/or * .- , - LA -0 ,4(
. LI » R .-
- ... 3"_’ , -
. . reduce expenses. o S e .
Voo, -t : ’
- . '.I.,,A T o a
¢ o7 ~
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‘in the §e£§ices your health spa offer’s. ) .

\ .
. . )
: 8 ;'

Changing Your Businzzz to ‘Increase Sales ) ) q

Lucille felt she'could neither raise prices nor reduce expenses to
increase her profits. She decided instead to increase sales by getting
new customers. If you decide‘you want to'increase sales in order to
raise profits, there are two main ways to go about it:

e- improve the quality of your services; or

\ s [y

7

). - . .
Don't try to do either of these things right away. You must Firdt find

LY 5 .
e change or ad? to your services.
»

1) »
.

out, as Lucille did, whether and how your health spa should be changed.
To find out, ask your customers fofr suggestions: Try to find out wpy old
customers stop coming. Look at your community and your cqmpetition. .
Study new business trends. Profits and sales may be lagging for a, number
of reasons. 1In Lucille's case,‘it was because of new compeéition for the
same customers. Other possible reasons-include qissatisfied guszomefs,

and ingr2ased costs or poor economic conditions. You must find out why
[4 * s

your sales are down before you decide how to, change. - : ‘

. .
N

B

[

Depending on the problems, there are many types of changes you might
con31der for your health spa. You might nged to ad& (or drop) types of
serv1ces or customers, as Lucille dxd by 3ﬁd1ng classes and babysitting.

L 3
She also changed the image of her spa to set it apart from the competl-

. tion. If customers are dissatisfied in any way, you mlght need to

improve‘personal relation with them or your staff. You mlght need to

4,

improve the quality of your staff or your' equipment. . 2
-, . .
= .
Summary” . s

P

You can figure out profit’s and compare them yééf-to-year by recordipg"

[3 v N .
revemies and expenses on a profit/loss statement. -If.you want to increase

profits, you must increase sales, raise prices, or reduce expenses. To

increase‘ﬁalgqi.you,may need to imprqye’the quality or make basic changes

.

[ v
.
\ .
¢ < i .
. " L
.

_.EMC

Aruitoxt provided by Eic:
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Er loss in Yéar 2 was very smail (only $350), and.she knew she'd

have to live off her savings for a while. -

~

- 2, Why do you think Lucille decided to try to increase sales rather than

rdise prices or reduce expenses?

* ]
’

« .
3. o ou\chmk The Fxtness Place is a guccess in Luc111e s eyes and 151
the eyes of the bank and commum.ty" What other thlngs bﬁsxdes profit

.
® ove van
s ]

I\‘l “ 0 : . . 91’

. o
o ¥
Q Y
a - “ﬂ \
- !
¢ . . i Leaming Activities -
. B ) ‘ ,_,/) <, )
Individual Activities ' ’ /
Use Lucille's case study to do the following. .
1. Cbmpute Lucille's net profit for Year 2. .
Y
2. HNYnet profit in Year 2 is actually called a )
3. . Compute Lucille's profit ratio for Year 2.
» . . ’ L
. - . , ’ a
]’ 4. _ Compute Lucille's expense ratio for Year 2., .2 ’ .« *
e . © .
‘~ S. Which year was a better one for Lucille? By how many dollars and .
what percent? Tt N
6. What is the sum of the pfofit and expense ratios? Why? . N .
. . ‘ " . . . 2‘
- . . . - . [ + —
Discussion Questions ‘ i) o ,
: . . - . . . 1
‘. 1. Why do you think Lucille is so concerned about her decliding profité?

B
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and profit .ratio would you, as owner of a health spa, look at to

B

decide how successful you were? -

Group Activity

. ] N
/ ’ t
v Here are some new facts about Lucille's business. Read them and
develop a plan to increase pppfits of The Fitness Pdace, Try to think of 4
as many specific ideas as you can to increasehprofits. - /
1. Slim 'n Trim is having some problems with the Health Department -
o . . )

* about the cleanliness and chemi¢al®balance of its pool and

jacuzzi. ~

Lucille’y&uld really like to build a swimming pool.

2 N L4 - .
Lutille's classes are a big hit, especially aerobic dancing and .

yoga. Méhy non-members are paying for the classes., *

About 25 new women join The Fitness Place w1th1n the first month
]

. &
. )

N .

that baby81tt!;g is offered

Lucille is overworked. She's teacher, trainer, sometimes Raby-

51tter,]and m?nager--all rolled upflntsféne very tireéd wod&n.

She's thln{;ng about biring another trainer to free her ;o pro-
H 8

. o
mote the business.more and to get some rbst.

+

~




SWMARY '

Health spas provxde a variety of physical fitness and health-
related services to women and men of all ages. Before’ openlng a
spa, you should have several years' experience in the physical
‘51tness business. You should also have some basic business

1§gxlls. éyovevall, you should like working with people. ’

. L ‘
Ashealth spa should be'locaﬂgg in an area where a demand for
physical fitness exists. Ehoose a rapidly growing -area where
yell—off, educated people live. Locate on.a busy street, close

' and convenient to customers, and parking.

You will need to borrow money to’'start your health spa. In
applying for a loan, you will need to provide-a description of
your business and a statement of financial need. The amounq of .
monQJTEZEEEE‘?S’EEArc a health spa depends on the size of your *

.-spa and the services you plan to offer. :
. s

To operate a health/spa, y%ﬁ need at least one part-tlme

traxner/assxstant. }hrlng goﬂﬁ people involves reviewing their

“appllcatlons, interviewing them, and. chéTkiang personal refer—
ences. . Keeping ‘the people you hire happy involves giving them
enough tra‘g\g to do their jobs well. It also involves having

’ clearly state policies and establishing good personal relations.

. i
~ — )
You will need to find a'way to organize the work of your
health spa. You mﬁst keep track of your customers physical

condition, fltness goals, recommended exgrcise and diet rou-

tlnes, and their progress. You will also meed to schedule JObS

v

for yourself and your employees. l.
s

~
e

-

.

” . : - | R 5;1: - \ .f
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\ .

‘ ’ -a
In séfting prices, you will need to consider four things.
These afe the demand for services, codpetiﬁion, operating
expenses, and profit. In the health spa business, services are
usuglly sold through ?emherghips of qifferent lengths. Offer
special introductory prices to encourage new customers to try
your spa. Advertisiqg and selling are very important’in the
health spa business.

§
offering'introductory‘"specials," holding open houses, and

The best way tq attract customers is by

building a good 'word-of-mouth reputation.

o

Keeping good‘financial records 1s necessary part of rphnning
a health spa. It invdlves billing and collecting momey from
customers for membership and other services provide It also
invol&és regularly keeping track of your income and expenses.
By keeping good records, you can figure out your profits and
compare them year to year. This is done by recording your
"income and expenses on profit/loss statements. N

To own and operafe a successful health spa, you need work
experience in the field. You also'need the speciél business
management skills we have covered in this moduie: You can learn
business management skflls through business'classes, experignge,
or by using -the advice and example of an expert.* Classes in
’physiQalyéducatioﬁ, ph¥ical therapy, and basig physiology would
also be helpful to have before opening a health spa. . A
r .

You may not make a lot of money owning a health spa. Hw-

x

,ever, you would have the persogal satisfaction of being respon-
£ LY

Think

sible for your business and mak\ng your own decisions.

94 T °

Z
«
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1. The main service¢ provided by a typﬁial health, spa are
. . . . N ~

a.
b.
c.

«de.

swimming and water relaxation activities. = L

beauty and body-building advice for women and men.

. k3 ' . -
clagses in a variety of fitnegs areas.

physical conditioning-and weight reduction programs.

%

7.7 Which oF tyé—follbwing personal qualities is least impor-

tant for the owner of a health spa to havé?

a.

b. Ability to sell and communicateswell ‘(
c. Being outgoing, friendly, and patient

d.

{

P

Desire to overcome early sickness or physical disability

', b

out from the competition: -

'a‘ °
! .
b. = X . -
c. 3 -
1 ) i3
) &+ .
4. gnyone operating a health spa must get . ¥

a. a local business litense.
a physical therapist's license.
c. Department of Healtp approval. L

d. Food and Drug Administration approval.

pﬁfbical fitness, and the number ‘o f

a. busy streets and shopping cag;ers in the area.
b. freeways within a short distance,

c. health spas in the area. .

d. new restaurants being built in- the area.

% 93

P

a

’

3.. List three things the/é:;er of a healtﬁfspa‘can do to stand

Attractive and physically fit body .

]

5. _ In' choosing a location for a heak&h spa, you must think

abolit the type of people in the area, their- interest(in

’

. !

b d

o

4
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George Cunningham wants to open a small bodyﬁuilding club ) ' "

for men in Norton. Which of these locations should he

c. His own triple-car garage; which can be emptied and

equipped ,as a gym; located on a busy street in Norton;

a
*

rent $0. .
' e ¢ _

M »
The business description for Emily Norris' new health spa’
should include all of the following informatioq'except
a. . where she plans to locate and why. .
b. who her competitors will be and where they are located.

Ce. whar services she will oﬁfer and to whom:

A ’ - L S

choose? ‘ e \ .
‘a. A S;OOO:square—toot°sﬁece in a new sﬂopping center on .6 )
Main §treet; low rent;_ﬁive—yeer lease available‘ . \ ¢ U
b. A 1,000-square—foot‘space in a-warehouse located near )
offices and industry, plenty of parking and reasonable o . 7177 o
rent. . . ) , . / -

d. 'what kind of education and work experience she hags ‘had. ., N ‘

‘ ¥
Carm-Marinoni's starting expenses .for his karate studio are
$22;500. He has §5,500 of his own money and $2,000 Sf his . s

'parents"mbney to invest in the business. " How much will

Carm need to borrow? : ‘
. g% ,~7J ‘ .;" ‘ e :
Which of: these tasks will Leon, Moore _trainer at,The Health
Spa, e*doing most of the time? - - e e .
a. Helping- duStQmers with.their exercise rourines ' Q'-ﬂ:.
b. Keeping the exefcise’ equipment in good WOBking orderl » -
c. Selling special introductory offers to 'new customers ;nw- S
d. Training new, Healrh Spa employees to- &o their JObS i X o

- ’
.

°

i

\y
N
\

- ~




10.

T T sity Football and” tracE‘star, nice personaIity, ‘wants

11.

12,

Which of these people should be hired as a part-time trainer
at The New You, a high-class health club for men and women?

a. _Jeannette Wills: attractive former P.E. teacher, needs

goad job to supﬁortlher two children; lovgs -people end - -

exercise. . .

bs Thomas Cortez: physical therapy student, former var-

part—time work related to his field.

C. Rona Epstein friendly, shapely former secretary, good
office skills; Jogs, skies, and dances in her free
time; wants a career change.

d. Stan Fldnagan: pro football player-tﬂrned-businessman;
manaéed a large franchise health spa for a year; good ¢
salesperson; lots of ambition. -

AN

List three ways a healfh spa“owner can-kéep her or his

employees\happy. L '

a. . - . 1 *
/

s

;
., . ! .
A training record’ fdrm used by a-healthfspa sﬁohld _Jjnclude

information about the custome‘r s pb.ysictf %dition, a
.
statement of fitness goals, rgcomménded {

cise and diet

and the ' o

a. name and approval-of the cusqomer's doctor._

b name, éddress, and QHOne number'ofathe'custo@Ef.
¢. rules and regulations of ‘the health spa.

d. dates the'customer uses the spa and types of exercises

- ‘done. .

’
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N 13. Which of the following tasks should the owner of a small X
. * <
health spa consider mést important in her gr his daily .
’ schedule? ) "
e a. Working with customers in the gym )
‘ b. De\?eloping an interesting advertising brochure A .
c. Interviewing and training new employees - g
' . d. Sending out bills and keeping the_financial records -~ _ T . _ |
& v -
) l4. Cicely Jones' part—time mas'geflse charges Cicely $§8 a;\ .
5 ' hour for her sez’i@e's. Cugstomers at a competing spa pay
) $15 for a half-hour and $25 for an hour-long massage. - >
g What should Cicely charge her cust:on;ers" . e
i a. $10 and $15 - v ’
M » .
* . b. $10 and $20 - T
. cr - . .
c. $15 and $25 ‘
o " d. $15 and $30 : ‘ , I
. ) ) s ‘ - . . o ,i;,
o 15. To advertise your new health spa, the most important thing . 13~ ,
- ° . A ’ v R ST T e 2
, r you should do. first is ) I R ,F' RTINS
Ny . ) K i IR |
’ . o ‘a. place an ad in the 1ocal newspaper. . . . s oy ) N i
: 7 SO P
) b. hold an open house ro introducea the . community to Yo A 3
{ Tyt v
e . ' ’ N . ' N N ’
R spa Y é
c. visit 1oca1 clubs and civic groups to g:explain, y
. . , U
, , services., . . _:‘«n; 37 f.if'«“«,
d. offer free trial memberships,.if'j:’z" et
-t - , . og ARl LJAJ,‘*{
. ’ A rp':,‘ LTI SRR A £ A
. Pyt ) ! i T ;1x. % '?"\‘;’ *Q':k*\éhv:“*%é“ ;
. * 16. A good flier or brochut%’sh@um a,b?) é‘, ] 1
) ': IR E 4 A
. r . a. have an attrac*tiv?e i‘Ilustratdon." " :,;;? i
- B
) ] b. describe your serv éKc:ets in*sdetaiw N
P . c.‘ fit easily onﬁa ’sﬁ:gl,e §ﬁée,t ‘oftp?:}*
S show your ’nan;_é,, @dd éS‘S Honé
. /e . : ~w a4
[T s v N ! . |
[ , 2
AN ' s
b iy
Q fﬂ aq' ‘j? . ; ‘ wj
R LI -
- ,‘,“‘J A " ‘
i :1‘ ‘I/% : - a ‘él '
A o ey oo
N RS g
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‘ 17. A customer billing form used by a ‘health spa will show the

; emount charged, balanceé due, afid rhe - . o~
a. type’of Qambership purcl3ased.

*  .b. -services offered by the-spa.

Lt ¢. dates the spa was used. .

. " g
d. name of the cgpst:omer's trainer. ) L
) i ) > . -
o, 18. WhiCh of the following 1nformatio\n/zfoes,a daily cash sheet
. tnclude? - .- ' .
¢ < a. '\Cash sales' and payments . .

> be ‘Cash sales, payments, and profits

g " ¢.» Cash sales;\:payment , and debts ~ cew
\ d. Cash sales, paymen{s, profit, and debts ‘
. , - , ’
N -t \ L} . '. )’\ i
T ' 19. Last year, total sales at Sl!\m 'n Trim were $100,000 and- "’
o ' total expenses were $8.5,000. Compute the following: i
a. Net profit = § . Y,
’ 4 3 '.
. b. Profit ratio = . Wb
. c. Expense ratio = %" "
<+ : 20. The prefit:s of Karen Klrby s health spa have been declin—

.

ing for the past year. “What .can Karep do t:o 1ncrease

‘ " profits? '/\> . . >

‘. .a. Lower hler membérship prices . ™,
.
.’:,‘x* b. Get rid of her oyerweight ﬁustome%s ' ‘
'jl c. Build.a’new swimming pool and jacuzzil - b
. . . 4 . ¢
'Y . d. Find some new customers o o
. - € ¢ y ° ] i
~ ..
21. To increase her 'sales, Kare2 could < / Cs
, : s
a. " N ! LY
~ bu ‘ ' .
\ . _ :
- -
. 2 ’ | N N
L e N °
‘.
’ ’ . . . ’ :
‘ L. 1.5, GOVERNMENT PRINTING OFFICE: 1981 - 791-761/286 9-II °
. ’ . v ~
) - 4
J) - " . . . N - . @'
o ' R 97 ~ " .
LS ‘e , P
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. PROJECT PRODUCTS

- Entrepteneurship Training Components s
' [
Vocational Discipline Module Number ‘and Title
® .
.~ General Module 1 - Getting Down to Business: What's It All About?
) . : 3 .
Agriculture Modyle 2 , - Farm Equipment Repair
“Module 3 - Tree Service - ’
Moduie 4 - Garden Center .
‘ ) Module 5 = Fertilizer and Pesticide Service .
Module 6 =~ Dairy Farming
Market1ng. and Module 7 - Apparel Store © . ‘
o Diseribution Module 8 - Specialty Food Store :
- * : Module 9 - Travel Agency .
- n : Module 10 - Bicycle Store .
. t, Module 11 - Flower and Plant Store
. . Module 12 - Business and Personal Service

Module 13 - .Innkee;nng‘ .

2 Health .- Module 14 - o.\'ursin@ Service
4 Module 15 - Wheelchair Transportation Service |

Module 16 - Health Spa ~

5 and Medule 17 - Answering Service
. Yodule 18 - Secretarial Service T
Module 19 - Bookkeeping Service
’ ' “Module 20 - Softwar# Design Company
Module 21 - Word Processing Service

. Occupational Module 22 - Restaurant Busingss

. Howe Economics Module 23 - Day Care Center '

' Module 24 -+ Housecleaning Service
Module 25 - Sewing Service

4 o Module 26 - Home Attendant Service .

Tecnnical Module 27 - Guard Service o
Module 28 - Pest’ Control Service

Modul® 29 - Energy Specialisp Service

Trades and ‘ Module 30 ~ Hair Styling Shop”

’ . ’ Industry Module 31 -~ Auto Repair Shop . .

/ _Module 32 - Welding Business
’ Modile 33 - Construction Electrician Business

by

v : . Module 34 - Carpentry Busingss
. Module 35 - Plumbing Business

Médule 36 - Alr Conditioning and Heating Service
T .

Related Resources

. .
(9 \
' Resource Guide of Existing Entrepreneurship Materials
Handbecok on l'tilization of the Entrepreneursnip Training Components

e

. .



